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FEDERATION OF 
PENNSYLVANIA LOOKS 
FOR 25 AUTHORS 


onaldson Says They Are Wanted to 
Write Insurance Information Pam- 
phlets “To Be Sold at Cost” 








FOR NOVICES IN BUSINESS 





New Plan Being Considered to Make 
Endorser of License Candidates 
Responsible for Men 
Wanted; twenty-five authors who are in- 
surance men, who are experts on some 
iype of coverage, and who can tell about 
tin clear-cut statements for the benefit 
f the men who are about to enter the 
insurance production fie'd and to make 
t their life-long work. 
The above is an advertisement which 
has not been inserted in the newspapers 
by the Insurance Federation of Pennsyl- 
vania, but which might well be because 
the Federation is looking for literary 
work of this kind as part of the Advis- 
ory Boards’ functions of educating new 
agents and brokers in that state, as 
well as later passing upon their quali- 
fications. The first of the pamphlets is 
now being prepared by Dr. R. S. Keelor, 
liability manager of the United States 
Casualty Co., and will cover automobile 
insurance. He has for years prepared 
an automobile insurance primer, which 
has had a circulation in the aggregate 
of more than 100,000 copies. 


Will Be Sold At Cost 


Thomas B. Donaldson, 
the Federation, 


president of 
said in Newark this 
week that these pamphlets are to cover 
about twenty-five insurance and sideline 
subjects and will be sold at cost. 

This was one of the 
cussed at the recent meeting of the 
Eastern section of the Pennsylvania 
Advisory Board system which was held 
in Harrisburg. The middle section is 
meeting this week in Harrisburg and 
the Western section will meet at Pitts- 
burgh on September 26. 

The Advisory Board plan, which was 
devised to assist the Pennsylvania In- 
surance Department in its licensing 
functions, now consists of thirty-seven 
boards in sixty-seven counties. 


subjects dis- 


Questions For Endorsers 
Mr. Donaldson also said that there 
Was being prepared a new plan which 
will give to the endorser of an appli- 
cant for a license a greater share of re- 
sponsibility. These: restrictions will 
compel the endorser to prepare the ap- 
Dlicant or else refrain from sending 
him before the boards for examination. 
The men endorsing the candidate’s 
request for a license will be compelled 
to sign a new endorsement on the ap- 
plication, which will have questions 
akin to these: 
Where did you know this man? 
Why do you endorse him? 
What were the circumstances which 


(Continued on page 24) 
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N THE discharge of its daily duties the “Phoenix” takes 
each problem as it comes and disposes of it conscien- 
tiously, sincerely and liberally. 
The “Phoenix” of today is a live, virile, vigorous Com- 
pany, modern in every respect, keeping abreast with the 
times, ready to meet changing conditions as they occur. 


PHCENIX 


Assurance Company, Ltd., 


of London 
100 William St., New York 
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Indemnity Company 
75 Maiden Lane, New York 
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SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 
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NORTH AMERICA 
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The Oldest American Fire and Marine 
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EQUITABLE LIFE 


Insurance Company 
OF IOWA 


A Company of Stability and Progress, 
Safety and Liberality 


1923 


Admitted Insurance in 
Dec. 31 Assets Force 
1912 ............ $12,431,725.00 $ 67,326,327.00 
1922 ............ $44,995,738.00 $313,132,592.80 


The net return paid on funds left with the Company is 4.8 
per cent. 

For information regarding agencies 

Address: Home Office—Des Moines 











RELATIVE MERITS OF 
INCOME SETTLEMENTS 
UNDER TWO PLANS 


Insurance Company and Trust Company 
Methods Fit Two Different Types 
of Estates 








IMPORTANCE OF DISCRETION 





Where Amounts Are Large and Contin- 
gencies Complicated Trust Com- 
pany Facilities Are Better 





The present interest in life insurance 
trusts as operated by the trust com- 
panies makes timely and gives special 
interest to a discussion of life insur- 
ance income settlements by M. Albert 
Linton, vice-president and associate 
actuary of the Provident Mutual Life, 
in the magazine “Trust Companies,” 
New York. Mr. Linton makes an in- 
teresting and instructive analysis of 
the relative merits of income settle- 
ments through a life insurance com- 
pany and through a trust company un- 
der a life insurance trust plan. Mr. 
Linton reaches) the conclusion that 
where the amount involved is moderate 
and the contingencies are simple, the 
life insurance company settlement Is 
to he preferred. Where ths amounts 
involvcd are large and the contingen- 
cies complicated, the trust company 
is the better medium. On this roint 
Mr. Linton says: 


Question of Investments 


The last decade has witnessed a 
marked development of the income set- 
tlement under life insurance policies— 
that is, the form of settlement by which 
the life insurance company retains the 
policy proceeds and an income 
to the beneficiary. The periodical pay- 
solely of interest; 
both of principal and 
In the latter case the income 
is larger than in the former but natur- 
ally in the course of time the fund is 
exhausted. It may so be arranged how- 
ever, through the use of the annuity 
principle, that the payments will not 
cease during the lifetime of the ben» 
ficiary. 

There is no doubt a question in the 
minds of many thinking persons ag to 
which method of handling the proceeds 
of a life insurance policy will give the 
maximum service to those whom the 
policy is intended to protect—the meth- 
od of using one of the income settle 


ments offered by the life insurance 
companies, or the method of placing 
the proceeds in the hands of a trust 
company. 

The existence of this question is 
due to the fact that in many cases the 
situation is not a simple one. It in- 
volves many unknown factors in the fu- 
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ture which no one can foresee. Broad- 
ly speaking each case must be handled 
on its merits and in the light of th? 
circumstances surrounding it. At the 
same time there are certain general 
considerations that materially assist 
our thinking. 

First of all let us focus attention 
upon the law of average applied to in- 
vestments as exemplified in the service 
furnished by a life insurance company, 
For the sake of illustration suppose 
a life insurance company should pos- 
sess 10,000 different investments of 
$10,000 each—one hundred millions in 
all—and that a policyholder or a bene- 
ficiary were interested in a fund of say 
$100,000 in the hands of the insurance 
company. In effect this would be equiv- 
alent to the investment of ten dollars 
in each one of the 10,000 different in- 
vestments. The interest return how- 
ever comes apparently from one single 
If some of the investments ex- 
as will almost surely be 
the case in the course of time—the loss 
to the individual is infinitesimal and 
may in reasonable probability be off- 
set by gains in other investments. 
When we consider the conservatives 
character of the investments in which 
life insurance companies are permitted 
to place their funds, and the safe- 
guards thrown about their operations 
by governmental supervision, it 1s evi- 
dent that they are rendering a tremend- 
ous and unique service by applying this 
principle of average investment to the 
protection of the policyholder and his 
beneficiary. In any well managed life 
insurance company the possibility of 
principal loss or of failure to receive 
anv guaranteed minimum income is 
reduced practically to nil. 


source, 
perience loss 


Relative Interest Return 

Nor is the interest return on funds 
so held by the life insurance company 
so small as to be unattractive. In view 
of the conservative character of the in- 
vestments, and of the averaging pro- 
cess, one would expect the return to be 
somewhat less than that from the aver- 
age trust fund in the hands of a trustee. 
The rate of interest paid on policy pro- 
ceeds left at interest with the life in- 
surance companies operating in the 
state of New York averages about 
455%. Of twenty-four such companies 
the subdivision is as follows: 

8 companies pay 4.7% or better 
8 companies pay 4.6% 

10 companies pay 4.5% 

3 companies pay less than 4.5% 

On the average therefore for each 
$10.000 left with the life insurance com- 
panies. the net annual interest return 
is $455. Moreover this income fs free 
of income tax provided the beneficiary 
does not have the right to withdraw 
the funds 

If the funds, instead of being left 
with the life insurance company, are 
administered by a trust companv as 
trustee what is the net income likely 
to be? Trust companies can best an- 
swer the question out of their own ex- 
perience: and it would be interesting 
to see a compilation of figures over 
a period of years showing the average 
return, taking losses into account, on 
funds held by representative, well- 
managed trust comnanies. Of course 
in the handling of the funds the trust 
company charges a commission on in- 
come and usually at some perfod in 
the historv of the trust a commission 
on princinal also. Then if the trust 
arises under a will there are certain 
expenses incident to the probate of 
the will, the work of the executors, etc. 
Moreover the income is subject to 
income tax. Finally any investment 
losses that may befall are borne by 
the fund, provided of course, they may 
not be traced to lack of due diligence 
and care on the part of the trustee. If 
an investment return of 54% upon 
funds conservatively invested by the 
trust company may fairly be assumed 
for a substantial period of time, {t is 
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1879 President 
evident that when commissions and amounts, an income settlement of rela- 


expenses have been deducted the dif- 
ference in the return from the life in- 
surance company and from the trust 
company will not be great—perhaps not 
more than $40 or $50 per year for each 
$10,000 of original policy proceeds. 
Now to many this difference may not 
appear too great a premium to pay for 
the convenience, and the substantial 
principal and minimum interest guar- 
antees that characterize the settlement 
offered by the life insurance company. 
And in a great number of cases it is 
probably the best form of settlement. 
It has the advantage of enabling the 
life insurance salesman to offer con- 
crete income protection as a part of 
the original canvass for the policy. As 
far as the insured is concerned the 
whole transaction is carried on in his 
office or at his home. It is done with 
a maximum of convenience and gsimpli- 
city. There is no wonder therefore 
that the wideawakel, farseeing life 
insurance agents have used the income 
settlement vigorously in their sale of 
life insurance. For the great number 
of persons insured for moderate 


tively simple character can jin our 
judgment best be handled through the 
facilities of the life insurance company. 

Factor of Discretion 

However there ig another side of the 
question that the life insurance man 
should always keep in mind. And 
there has been a tendency for this 
side to be overlooked in the natural 
enthusiasm and desire to render ger- 
vice to policyholders. It has to do 
with the important element of dis- 
cretion. The life insurance company 
enters into a contract to perform cer- 
tain definite things conditioned upon 
certain definite contingencies. These 
things are to be done, and the doing 
of them depends upon contingencies 
named in advance. They cannot be 
altered at the discretion of the in- 
surance company no matter how _ in- 
applicable they may have become 
through the changes wrought by time. 
It is in this connection that the 
unique discretion-function of the trust 
company can be of immense value. 
The larger the estate to be adminis- 
tered the more important is this func- 
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LEADS—real, live, business-getting leads on the right 
kind of prospects—are supplied to Guardian Agents 
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Established 1860 under the Laws of the State of New York 
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likely to be. Economic qq 
change, standards of iy, 
change, illness may be encounter 
unforeseen educational needs ny 
arise. All of these and many oti 
uncertainties can in many _instap 
best be met by allowing the tr 
to exercise discretion in the gjty 
tions as they arise. If it is felt th 
there should be more intimate yy 
sonai supervision than that render 
by the trust company alone, a q 
trustee in the form of a Close frieq 
may be appointed to act in conjy 
tion with the trust company. 
advantage presented by the trust coy 
pany is that where there is a q 
siderahle estate in addition to th 
life insurance or where there are ]j 
insurance policies jin different coy 
panies, the trust company settlemey 
enables the entire estate to } 
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this kind of settlement twenty yeat ing those 
after his death, he would be the fi /emany a S 


to recognize the 
the tragedy of his original action. | of 


unwisdom, perha,fqgby these 


a futu 


Of course the primary sufferers if arranging 


cases of this kind are the beneficiarié 
who are forced to submit to a form of 
settlement that no longer meets thet 
needs. But a secondary sufferer maf 
well be the insurance company tha! 
is faithfully performing the unfortum 
ate contract. The insured—a husbani 
or father—who arranged the _ settle 
ment is dead and gone. Instead af 
criticising him, the criticism may wel 
be directed at the insurance compat 
which permitted the settlement origi 
nally and which now is the visible emt 
bodiment of bad judgment which cats) 
es inconvenience or even worse, (i 
the beneficiaries. Instead of beins 
messengers and creators of good wil 
the monthly income checks may ! 
quite the reverse in cases where sil} 4 
distribution of all or part of the prit 
cipal is what is cryingly needed. Set) ¢@ 
vice well rendered brings its own | t 
ward—good will and more_ business 
The converse also is true. 
Insurance Settlements Are Contracts 

There ig another aspect to the st 
uation that also should be borne !t 
mind by the life insurance companies 
It is that the settlements which the! 
are carrying out are contracts and n0! 
As trustee, the trust compaly 
is responsible to certain courts for thé 
administration of the trust; and wher? 
difficulties arise may turn to the cout! 
for direction. The life insurance cot 
pany has no such protection in carty 
ing out its settlement contracts. At 
cordingly in self-protection it is bounl 
to proceed with extreme caution it 
order to avoid loss. The results may 
be marked dissatisfaction on the pat’ 
of the beneficiary, expensive litigatio 
as well as a greatly increased cost 
administration. The Association 1 
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In these days of vocational training 
and schools of business, with the great 
incidental demand for the literature of 
pusiness, it is only fitting that insurance 


|should have its own depository of in- 


formation, and such is the library of 


‘the Insurance Society of New York. As- 
. sociations such as the National Board of 


Fire Underwriters, the agency organiza- 


tions, the rating bodies, and individuals, 
“such as underwriters preparing ad- 
P 


dresses, companies after specific data, 


t students seeking a convenient, handy 


and accessible road to knowledge—all 
of these are among the patrons of the 
library. Moreover, numerous outside 
organizations use the library as a 
source of technical reference. Among 
these is the Federal Reserve Bank of 


ml New York, and many schools and col- 


leges in the metropolis and its environs. 

When one considers the present size 
of the library, with volumes totaling 
close to 16,000, it is amusing to recall 
the beginnings in 1901, when Robert P. 
Barbour, then secretary of the Insur- 
ance Society, was authorized to pur- 
chase two tables, twelve chairs and 
two bookeases as the library equipment. 
In those days the library was a lone- 
some place with an office boy in charge 
and only an occasional visitor. Now, 
there are an average of twenty-five visi- 
tors a day who make use of the library 
facilities. 

It was in May, 1901, that Robert P. 
Barbour and Edward R. Hardy, then 
chairman of the library committee, ac- 
tually organized the library by assem- 
bling the few articles of furniture and 
books in a room loaned for that purpose 
by the old “Underwriters’ Club.” Dur- 
ing those hot summer evenings and 


he fi ’many a Saturday afternoon were spent 
perha fqby these two enthusiasts with a vision 


tion. 
rers if 
ficiariet 
form if 
ts theit 
‘er maf 
ny that 
nfortu 
1usbant 
settle 
tead «i 
ay well 
ompan! 
it origi: 
ible el 
sh cals} 
rse, (0) 
being 
lod will 
ay b 
ar 8a! 
© prit: 
Ser: 
wn It 
isiness 


ntracts 
he sit 
rne {0 
panies 
hh thet 
nd not 
m pay 
for the 





| of a future need, in arranging and re- 


arranging the books to the best advan- 
tage. The room was not very accessi- 
ble, up three flights of narrow stairs, 
not infrequently cluttered up with 
tables and chairs from the club rooms. 
Moved to 84 William Street in 1909 
It was not until the library was 
moved into permanent quarters at 84 
William Street, in 1909, that it may be 
said to have been on the high road 
to success. There a regular librarian 
was employed, the numher of volumes 


| added to greatly and the _ facilities 


really availed of by the insurance 
fraternity. 

The bibliography of insurance has in- 
creased so enormously in recent years 
that the private libraries of companies 
—even the few that have libraries 
could not hope to cover the field ade- 
quately. The Insurance Society’s lib- 
rary is a general insurance library in 
every sense of the word. Fire, casual- 
ty, marine, automobile, special lines 
and life insurance are all very thor- 
oughly represented on the shelves with 
standard references, works and reports 
in all these fields available. 

The library is also the center of in- 
terest in connection with the educa- 
tional courses given by the Insurance 
Society. These courses cover fire, cas- 
ualty, marine and special line insur- 
ance subjects and have been very suc- 
cessful. . 

All manner of insurance problems 
and inquiries are put up to the society 
and letters are received from all over 
the world. 

The president of the Insurance So- 
ciety is C. R. Pitcher, of the Royal. 
The secretary is E. R. Hardy, of the 
New York Insurance Exchange; Carroll 
L. DeWitt, assistant United States 
Manager of three insurance companies, 
is chairman of the Executive Commit- 
tee; Miss Maude E. Inch is assistant 
secretary, and Miss Mabel B. Swerig 
is librarian. 











MARTIN LUTHER 


He believed in hell-fire, lots of it; and in 
saving others from falling in it. To this end 
he criticized certain customs of the church 
until his world was all agog and he was sum- 
moned to the city of Worms to answer for 
his teachings. His friends begged him not 
to go; they feared his enemies might make 
a bonfire in his honor. But he side-tracked 
them, saying: “I will go, though as many 
devils aim at me as there are tiles on the 
roofs of the houses.” This shows singleness 
of purpose, without doubt. 


An observant person was Luther when he 
wrote: “Whoso relies on his money prospers 
not. The richest monarchs have had ill for- 
tune, have been destroyed and slain in the 
wars; while men with but small store of 
money have had great fortune and victory.” 
He undoubtedly meant that one cannot 
always rely on his present good fortune to 
remain steadfast. 


But read what Luther’s biographer was 
forced to write about him: “We see him 
surrounded by friends and disciples, always 
the spiritual head of his nation, and the 
revered adviser of princes and preacher of 
the people; yet living in the same poverty as 
before, and leaving his descendants unpro- 
vided for.” 


Perhaps that was the way of dying in 
those days, to leave loved ones in want. But 
not today. Life insurance is now called upon 
by every man of purpose and observing to 
make sure those who live on shall not want. 
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GIBRALTAR.” EDWARD D, DUFFIELD, President 


‘tome Office, Tlewark, New Jerseué 








Penn Mutual Life 
Holds Live Meeting 


FIRST REGIONAL CONVENTION 








Three Day Gathering of Agents at Long 
Branch Filled With Material for 
Field Men 


The Penn Mutual has this year 
adopted the regional convention plan of 
meetings. Its field has been divided 
into four zones, eastern, middle, west- 
ern, southern and western, with a con- 
vention for each. The first meeting 
was held at the Hollywood Hotel, Long 
Branch, September 10, 11 and 12, and 
drew its attendance from the eastern 
region. About 250 were present, in- 
cluding several women agents. 

A large staff went from the home of- 
fice, headed by President William A. 
Law and Vice-Presidents William H. 
Kingsley and John W. Hamer. An in- 
spiring and instructive program had 
been laid down, and was carefully 
ground out during the three sessions. 
The convention was opened with an ad- 
dress of welcome by President Wii- 
liam A. Law, who was presented by 
the company’s Philadelphia general 
agent, J. Edward Durham, the morn- 
ing chairman. Response for the field 
was made by E. G. McWilliam, sales 
manager of the Brill & Scott Agency 
in New York. 

Four topics were then discussed. 
Thomas M. Scott, of the home office 
agency, who is the company’s chief 
producer, gave a witty and meaty talk 
on “Selling Life Insurance.” Malcolm 
Adam, assistant supervisor of applica- 
tions and death claims, described “Spe- 
cial Agreements,” and showed how they 
may be used in connection with regular 
settlement options, to cover a wide va- 
riety of income arrangements. Mor- 
timer J. Miller, of the Rochester 
agency, told of “Service to Policyhold- 
ers,” detailing a variety of helpful rou- 
tine services which it is the duty and 
to the profit of the agent to render. 
J. Howard Jefferies, assistant to the 
vice-president, delivered an eloquent 
address on “Life Insurance and Human 
Relationships,” in which he focused his 
thought upon character in the agent 
and the heart nature of the service of 
life insurance. 

The second session, Tuesday morn- 
ing, was opened with an address by 
William H. Kingsley, vice-president of 
the company, entitled “What Is a Good 
Agent?” Production and conserva- 
tion was its twin theme. “The Woman 
in Life Insurance” was pictured by 
Bertha M. Ehlers, of the home office 
agency, who drew her conclusions from 
her own successful experience. J. El- 
liott Hall, of the Hall & McNamara 
Agency, New York, gave his sterling 
talk on “Meeting Objections.” M. L. 
Johnson, reviewed “Recent Develop- 
ments in Actuarial Service’—a state- 
ment of recent activities of the Penn 
Mutual’s Actuarial Department. 

Dr. James P. Hutchison, assistant 
medical director, opened the last ses- 
sion with an explanation of the reasons 
for the company’s attitude toward cer- 
tain classes of risks, his subject being 
“Medical Problems.” 

J. GC. McNamara, Jr., of the Hall & 
McNamara Agency, New York, gave a 
ringing talk on “Salesmanship,” in 
which he analyzed the qualities neces- 
sary for success, and in graphic man- 
ner laid bare and illustrated some of 
the weaknesses which hold an agent 
back. 

E. Paul Huttinger, a tax expert from 
the home office, and a member of the 
Philadelphia Bar, gave a strong talk on 
“How Our Present Tax Laws Will Sell 
Life Insurance.” 

Marion B. Freeman, of the Wootton, 
Freeman & Addisson Agency in Balti- 
more, was the last speaker, his sub- 
ject being “Some Observations of the 
Life Insurance Business.” 

The banquet occurred on the second 
evening. J. Edward Durham, of the 
Philadelphia Agency, was the toast- 

(Continued on page 8) 
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eport on Condition 
Of Manhattan Life 


EXAMINATION 





SUMMARY OF 





Increases in All Departments Shown By 
Insurance Department Examina- 
tion of Company 





A net increase of approximately $15,- 
00,000 of insurance in force is shown 
in the report on the examination of 
the Manhattan Life of New York by 
the New York Insurance Department 
just filed. The report shows a favor- 
able mortality experience for the 
period and a continuous improvement 
in the Company’s financial condition. 

The percentage of actual to expected 
mortality for the period indicated in 
the report averaged 72.3%, while inter- 
est on Mean invested assets last year 
was 4.58%. The Company had 34,311 
policies in force for $71,418,185 se = 
total income from premiums was $2,005,- 
993,45; while the Company 6 ear 
come from all sources was sper 
44. Policyholders received ee 
of $2,493,162.09, while total admi ‘ ‘ 
assets were $19,703,137.36. rhe Pye 
signed surplus was $500,202.11 and the 
total surplus, including capital, was 
$1,163,787. 

Mortgage loans on real estate securl 

ty held by the Company on December 
sist, 1922, amounted to $6,808,767.63, 
a class of asset which has increased ap 
proximately $1,300,000 since 1919. In 
terest rates on mortgage loans range 
from 4% to 8%, the average rate on 
December 31st, 1922, being 5.79%. 
‘Loans aggregating $4,657,835 carry In- 
i terest at 6% or over. 
Loans made in excess of 50% of the 
appraised value are very few, except 
purchase money mortgages on proper: 
ties sold by the Company. A majority 
of the Southern loans provide for an 
nual reductions of approximately 10% 
and on New York City loans, approxi 
mately 3% reduction annually is re- 
quired, 

The book value of real estate owned 
on the examination date was $4,033.- 
304.46, which consisted of the Home 
office building and one small farm prop 
erty secured through foreclosure. The 
Home Office building is valued in the 
report at $4,024,710.22. There were 12 
properties disposed of to advantage 
since the last examination, this being 
inline with current practice among life 
insurance companies and in conformity 
| with the wishes of the Insurance De 
partment that real estate holdings of 
all life insurance companies should be 
lisposed of promptly. 

The Manhattan had_ policy 
outstanding on the examination 
of $4,061,561.39. 

The Company has had a most favora- 
ble experience with its disability and 
double indemnity features. It reports 
$7,883.35 for extra reserve for total and 
permanent disability benefits and $3, 
571.20 for additional accidental death 
benefits, 

Under the waiver of premium disa- 
bility provision operative from 1911 to 
June 1921, 10 claims actually devel- 
oped and involved the waiver of premi- 
ums for various periods. Only four of 
these cases remain in effect. On the 
‘xamination date, a net profit of $41,- 
44.93 had developed from the Com- 
bany’s disability and double indemnity 
features, 





loans 
date 





TO RENEW COURSE 
Washington University, St. Louis, 
ans to renew its insurance course 
his school year. The classes last 
fear proved very successful and it is 
*xpected that a full enrollment will be 
tad prior to the opening of the course. 











MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


of Springfield, Massachusetts 
Incorporated in 1851 





Unexcelled policy contracts, efficient life insurance service, and a 
net cost that is notably low—these are three of the reasons why the 
name Massachusetts Mutual is synonymous in the mind of the insuring 
public with all that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have ever been its loyal 
friends and its enthusiastic advertisers. 








JOSEPH C. BEHAN, Superintendent of Agencies 














. A Complete Short Course 
in Selling from a New 
Ansgle----The Twentieth 
Century Answer to All 
Sales Problems. 





CREATIVE 
SALESMANSHIP 
y 





CREATIVE 
SALESMANSHIP 


By HERBERT W. HESS, Ph.D. 


University of Pennsylvania 
Author of 


PRODUCTIVE ADVERTISING 
Illustrated. 339 Pages. 


of business men, sales managers and salesmen 


Thi shook will open the eyes 


{ 


o the unlimited possibilities in their particular lines when they approach 
and study their problems human 
survival and brings together in one volume 
the principles and practices upon which successful selling must be built. 
It is a new scientific approach to all distribution problems. Filled with 
practical sugyestions. 


properly. It defines the 


processes 
necdful for modern business 


Prof. Hess has based his work upon the bed-rock principles of successful 
business as it is carried on now and will be in the future. It has already 
The Buffalo Commercial 
“Tf the average knight of the road would buy a copy of this book, 
pend his spare moments 


received the endorsement of many business men, 
writes: 
reading and digesting it and then go out and 
put its theories into practice, if would be difficult to say how far he might 


not go and what high goal he might not reach.” 


PRICE $3.65, POSTPAID Send Your Orders At Once to 


THE EASTERN UNDERWRITER 


86 FULTON ST. NEW YORK 














PROVIDENT MUTUAL 
LIFE INSURANCE COMPANY 


Or PHILADELPHIA 


The Provident, organized in 1865, as The Provident Life and Trust Com- 
pany, preserves a continuous corporate existence, but, having mutual- 
ized, will be known hereafter as the 


PROVIDENT MUTUAL 


Life Insurance Company 
of Philadelphia 


and will maintain the reputation and tradition which have arisen from 
fifty-eight years of conspicuous fair dealing. 


The policies of the PROVIDENT MUTUAL contain new and attractive 
features, including the recently adopted and exceedingly liberal Total 
and Permanent Disability Clause. 


An Increased Dividend Scale for 1923 




















Big Strides Made In 
Past Twenty Years 


C. J. GOULDEN 


REMINISCENT 
When He Started With Connecticut 
General Company Was Not Rep- 
resented in New York 





At the educational conference of 
agents of the Connecticut General Life 
held at the Chateau Frontenac, Quebec, 
C. J. Goulden, of the firm of Goulden, 
Cook & Gudeon, New York managers 
of the company, discussed the develop- 
ment of the company during the twenty 
years that he has represented it in New 
York. In telling of the early days in 
New York, he said: 

“As a sub-agent for another com- 
pany, I was making a door-to-door can- 
vass in 1904. I found a prospect who 
wanted Term insurance and I sug- 
gested a participating policy. ‘Oh, no,’ 
said the prospect, ‘I don’t want divi- 
dends. If you will go out in the open 
market and pick out the lowest non- 
dividend rate in a standard company I 
will give you an order for a $10,000 
policy.’ 

“To me the idea was a novel one. I 
searched the rate manuals and found 
that the Connecticut General had the 
lowest non-participating 10-year term 
rate—but it was easier to find the rate 
than the company. This company, 
then, within a year of being forty years 
old, its home office only a few hours 
distant, was not represented in New 
York City at all. The sequel is that 
our New York agency is the outcome of 
a $10,000 10-year term, non-participating 
policy, which, however, was declined by 
the company. 

Large Volumes Today 

“We started when the company had 
less than twenty-three millions of in- 
surance in force and was issuing less 
than four millions of insurance a year. 
And just here, let me disclaim any pur- 
pose to be boastful. I am proud in- 
deed to have had any part in the glory 
and growth of the company. I should 
like you all to get the spirit of the 
miraculous progress, and draw inspira- 
tion from it. There must be suggestion 
in the fact that in March and April of 

this year we wrote more business than 
the whole company wrote in the entire 
year preceding my connection with 
them. We were fourth among all the 
leading agencies of New York City last 
year, and have a prospect of writing 
twenty-five millions, exclusive of group 
insurance, this year.” 

It is eleven years since the company 
began writing accident insurance—a re- 
cent experiment for some life insurance 
companies and an untried one for 
others. Accident insurance is a valua- 
ble feeder for the life business. For 
six years the Connecticut General has 
been writing group insurance, and its 
value as a feeder has been abundantly 
demonstrated, Mr. Gouldenesaid. 

Both accident and group insurance 
have brought profit to the company, but 
they have also contributed largely to 
the development of life business and 
greatly enhanced the opportunity of the 
agent to enlarge his production. 

“T am willing to admit that my sym- 
pathy naturally turns to the agent,” 
continued Mr. Goulden. “I feel that the 
company owes much to its agents, that 
they are the spinal cord of the company, 
the nerve center of its productive activ- 
ities. Without an active, result-pro- 
ducing agency force, the company 
would be as spineless as a worm, and 
no more progressive. A barrier of in- 
difference erected between the agency 
and the home office would defeat effort 
and destroy efficiency.” 

In a very practical sense the company 
and the agent is a partnership, each 
having a pecuniary interest in the pros 
perity of the company and each entitled 
to an expression of opinion on every 
question affecting the interest of either. 
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Fidelity Mutual Life 
Agency Leaders Meet 


LIVE TOPICS AT ATLANTIC CITY 
Plenty of Salesmanship Material on 
Program; President Talbot Opens 
Convention 








Live «sales discussions and interest- 
ing and profitable addresses marked 
the convention of the Leaders Club of 
the Fidelity Mutual Life held this week 
at Haddon Hall, Atlantic City, N. J. 
The main address at the opening of 
the convention was made by President 
Walter Le Mar Talbot, with Frank 
H. Sykes, manager of agencies pre- 
siding. 

Frederick A. Wallis manager at New 
York, and Vice-President F, X. Quinn, 
who spoke on life insurance invest- 
ments, were features of the second 
day’s program. Senator Royal S. Cope- 
land also made an address on public 
health in its relation to life insurance. 

The pre-approach and measuring the 
man, were discussed by F. D. Buser, 
Philadelphia and EK. H. Schaeffer, Har- 
risburgh, in which they told of the need 
of advance information on the pros- 
pect’s financial status and family re 
sponsibilities, the dependents to be pro- 
vided for, their ages, etc., laying out 
a definite plan for presentation. 

Fitting the family need, including the 
necessity for the prospect to provide 
for his own declining years, was feat- 
ured by B. F. Fraser, Jr., Atlanta, and 
J. A. Houston, Spokane, F. L. Bettger, 
Philadelphia, and T. M. Green, Balti- 
more, discussed “Fitting the Business 
Need,” touching on stabilizing the re 
lationship between partners and _ pro- 
tecting the corporation. 

C. M. Hunsicker, Philadelphia, talked 
on inheritance taxes and the protection 
of estates by life insurance. S. Lilien- 
feld, Atlantic City and F. J. Durgan, 
Springfield, told of experiences with ser- 
vice leads. Selling women was dis- 
cussed by Mrs. B. M. Boykin, Atlanta, 
Miss Sara Miller, Atlantic City and C. 
M. Dunham, Worcester. 

Other speakers were Dr. GC. A. Van- 
dervoort, assistant medical director, 
Stanley H. Gettis, Washington, Homer 
L. Higgs, Memphis, A. C. Walker, At- 
lantic City, Paul Wechsler, Philadel- 
phia, R. C. Grimes, Topeka, and Dr. J. 
W. Kirgan, Cincinnati. 

The officers of the Leaders Club for 
this year are: 

President, Patrick J. Grogan, Johns- 
town, Pa.; vice-president, Stanley H. 
Gettis, Washington; 2nd vice-president, 
Karl Collings, Philadelphia; secretary, 
F. L. Bettger, Philadelphia; treasurer, 
C. M. Hunsicker, Philadelphia. 





MAKE SALES CONGRESS PLANS 





Philadelphia Association Getting Ready 
for 1924 Meeting; F. L. Bettger 
Chairman 





The Philadelphia Association of Life 
Underwriters has assigned the man- 
agement of the 1924 Sales Congress to 
Franklin L. Bettger, who has again 
been appointed chairman of this year’s 
committee by President G. Woodworth. 
The committee is composed of Frank- 
lin L. Bettger, Fidelity Mutual; Louis 
Hoffman, Northwestern Mutual; Laura 
B. Patrick, New York Life; <A. P. 
Shalet, Mutual Life of New York; and 
P. H. Weidemann, Provident Mutual. 
The Sales Congress will be held early 
in 1924, and special designs are being 
prepared for posters, announcement 
cards and letter heads. 





The Federal Aid Union of Kansas is 
planning an aggressive campaign for 
increased production and has created 
an executive committee and a general 
field manager in the person of Owen 
M. West to carry out the program. 


PENN MUTUAL MEETING 





(Continued from page 3) 
Incorpora 
master. The guest of honor was Col- . _ 


onel F. R. Stoddard, Jr., Superintend- BERKSHIRE LIFE INSURANCE COMPANY 


ent of Insurance of New York State. 


Pittsfield, Mass. 


i gent 
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is : ¢ 
President Law gave a thoughtful ad- | UST 

dress on “The Value to Life Insurance _ ie W. ~d ae nti ie . | 
Me ‘ 1dze he Li s Company has always pursued those policies in the conduct of i i i 0 
sro te —_ aie Pc Ps sighiy have given it a high reputation for stability and fair dealing. ey ee ao 
praised the business of life insurance, _ to denieg and tank dele Salenae ae ae ae ae OD H 
and commented on the forty-eight va- Has always rendered the highest grade of service to its policyholders. 

rieties of supervision to which it is er 
subjected, and spoke of the efforts that in — 
are being made to unify state laws and with their 
regulations. ———~ Iic, before 


Miss Margaret Scureman, daughter of 














the company’s representative at Wilkes- 


Barre, Pa., with fine skill described her HOME LIFE INSURANCE COMPANY of AMERIC 


mart in the sIfare k at is | 
eel ia oe Pring aoe oh ce oaets Ua Gueeee oem 
tions of the submerged tenth, gathers pining 


“ 


| 


the children on the streets, and sinks _— bmw rae issues all modern forms of policy contracts from BIRTH to 60 years 
the principles of Americanism into INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from date of issue 
their hearts and lives by means of in- and are up-to-date in every respect. 

teresting stories. ORDINARY POLICIES contain valuable SPECIAL DISABILITY and TOTAL AND 


Stewart Anderson, manager of the 


. : , are guaranteed by State Endorsement. 
bureau of field service, eulogized the 








PERMANENT DISABILITY CLAUSES end DOUBLE INDEMNITY FEATURES, and 


A HOME LIFE POLICY BRINGS 
work of “Our Women Representatives.” PEACE OF MIND TO THE 
Dr. Willard Scott, New England’s best ” ania Ps WHO LOVES _ — an 
known humorist and after-dinner speak- ASIL S. ._ President . J. ,» Vice-President 
er, shook the ribs of his audience as aw a SURES, a devas KYLE, usta Treasures 
he told them about ‘Playing the INDEPENDENCE SQUARE PHILADELPHIA, PA 
Game.” ' : 4 





——_ 

















Ten Thousand Leads in One Month 


“It is the cooperation which I have had from the Union Central 
and its Officers that binds and ties me to the Company.” 


This is only one of the many expressions 
of appreciation received from our Agents. 
10,000 leads in one month were furnished 
from one circular alone. Such “Teamwork” 
insures success to Union Central Agents. 


For Agency relations write the Home Office. 


The Union Central Life Insurance Company 


Cincinnati, Ohio 
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gent Has Varied 
Relations to Public 


wuust QUALIFY AS EXPERT 








‘t Wariety of Plans and Uses of Life 
Insurance Make Demand for 
Higher Qualifications 





In discussing the relations of agents 
== with their companies and with the pub- 
— lic, before the Life Underwriters Asso- 
—— ciation of Canada, William May, Jr., of 
A the Sun Life of Canada, said in part: 

The agent is both the interpreter of 
the company to the public and the inter- 
] preter of the public to the company. 
‘Obviously therefore he cannot fulfill his 
duty to his company unless he pos- 
@ fsesses an accurate knowledge of its 
policy, its practices and its desires. 
He must believe in his company and 
if he does not, he should be man enough 
to sever a connection which can be 
pleasant and profitable neither to him- 
A self nor to his company. His beliefs 
——=!hould be founded on knowledge; he 

should know the strong points in order 
= that he may extol them, and the points 
of probable attack in order that he may 
defend them. He should take an _ in- 
telligent interest in the investment of 
this company’s monies, and most cer- 
tainly he should know all the policies 
issued by his company, in order that he 
may link his company’s service with 
the diversified needs of his clients. It 
———=| goes Without saying that he should be 
able to explain these policies lucidly 
and clearly, clause by clause, so that at 
no time will he place his company in 
a position in which it will be expected 
to assume some impossible obligation. 

Must Know His Company 
| He should know his company’s prac- 
' tice and since practice is a result of the 
deliberation of individuals he should 
seize every opportunity to study those 
individuals and to get their point of 
view. Until such time as he is able to 
alter that point of view, although dis- 
approving of the practice of his com- 
pany, he should never encourage a 
client to expect some treatment which 
he knows his company has not been 
accustomed to give. In other words, 
he ought to make no promise which his 
company has not authorized him _ to 
make, because in the end of the day 
the company will be blamed rather than 
the agent, and if the company be harm- 
ed the agency is harmed, and ultimate- 
ly every agent connected with it. Then 
in order that the agent may fulfill his 
duty to his company let him study all 
literature and instructions issued by the 
company. 

The agent, however, can make no 
great contribution to the success of the 
agency if he gives merely a blind and 
unthinking obedience. He must insist- 
ently and fearlessly interpret the public 
tohis company, and must constantly im- 
Dress upon the company the point of 
view of the public. Agents ought never 
to allow head office officials to consti- 
lute themselves a final court, for ex- 
actly like the man with the rate book 
they are merely servants of the public, 
and must serve the public, otherwise 
there will soon be no head office in 
Which to officiate. On account of their 
secluded lives they are naturally out of 
touch with the public and if they are 
Wise will rely on the far-flung line of 
agents in the field to keep them in- 
formed of the ever changing needs and 
\deas of ordinary people. 

If an agent thoroughly performs his 
duty to life insurance, to his client, and 
‘ohis company, just as surely as night 
succeeds day, it must follow that he 
‘arries out his duty. to himself. The 
7 who believes in and worthily rep- 
weents life assurance gains a confi- 
= in himself and in life insurance 
aes instantaneously communicates it- 
Zs tO his client. That confidence is 
ae he base of all successful selling; with- 








out it a sale is almost impossible; with 
it a sale becomes comparatively simple. 
The man who so trains himself that he 
possesses ability to serve his client 
with knowledge and comprehension of 
his needs, and who has the necessary 
skill to fit proper life insurance policies 
to these needs, rapidly adds client to 
client until his days are filled with a 
series of applications. Just think for a 
moment—if you are in serious trouble 
physically, you do not ask if the doctor 
be handsome, well dressed or a fine 
fellow, but you do want to know about 
his professional ability and standing be- 
cause you know that you must pay for 
his mistakes. 
Expert Advice Needed 

And so with the public of today. The 
ever increasing number of insurance 
plans devised to meet the ever increas- 
ing number of insurance needs are 
bringing to the public the truth that the 
advice of an expert is necessary: the 
larger policies with their larger commis- 
sions are no longer being presented to 
the fellow lodgeman or churchman or 
club member, or brothers, friends or 
sister-in-law’s husband, but to the life 
insurance man with a reputation of 
knowing his business. And so today 
when the confidence of the public is be- 
ing so rudely shaken in financial insti- 
tutions, the agent who knows his com- 
pany, who knows and can explain its 
strength, who can meet the half ex- 
pressed doubt and the uninformed criti- 
cism is the man who is going to 
demonstrate that the fear expressed 
of other institutions has no foundation 
when applied to life insurance and to 
life insurance companies. That man’s 
production will not be diminished by 
reports of bankrupt institutions. 

And so you see if the agent’s duty 
be fulfilled to life insurance, to his 
client and to his company, he need 
have no fear for himself, because his 
remuneration will be ample: in propor- 
tion to his developed skill he will com- 
mand the goodwill of the community, 
the respect of his family, and in good 
work well done he will find happiness 
for himself, and his contribution to his 
agency will be of almost inestimable 
value. 

Many an agent who went out of the 
business a failure would have been a 
success if it had been possible to keep 
him alive until he had obtained the nec- 
essary experience and training. The 
companies can and should provide the 
training. The more experienced agents 
can be of tremendous help, howev:2r, 
if by precept and example they em- 
phasize the value and necessity of 
training by taking advantage of it 
themselves. I am a thorough believer 
in the morning meeting, and I also 
believe that the agency management 
should not monopolize it. I know that 
every time I have been compelled to 
prepare for a meeting I have benefited 
to a greater extent than my hearers 
could possibly do. It’s the old, 
old story of the bread upon the waters 
returning, and it does not take too 
many days to return; so I say to agents 
anxious to contribute to the success of 
your agency that here is a method 


whereby you can combine duty with 
profit. 





LECTURE AT RICHMOND 





Secretary William Alexander of Equit- 
able Society To Address Richmond 
Insurance Class 





William Alexander, secretary of the 
Kquitable Society of New York, has 
been invited to lecture before the 
life insurance class to be held this 
fall at Richmond, Va., under the aus- 
pices of the College of William & Mary. 
Ernest J. Clark, general agent at Balti- 
more for the John Hancock Mutual and 
a former president of the National As- 
sociation of Life Underwriters, has also 
been invited to address the class. The 
invitations were sent through the Rich- 
mond Life Underwriters Association 
which is co-operating with the college. 




















Why 
Write Accident ? 


Because 


The Accident Line 
supplies an effective approach for a Life Insurance 
solicitation. 

Provides 


a ready-made list of Life prospects—full informa- 
tion is in the Accident application. 


Widens 


the Agent’s contacts, exposing him to more sales. 


Develops 


and maintains Life clients; Accident Insurance is 
INCOME insurance and guarantees that there will 
be money to meet Life premiums, whatever befalls. 


Furnishes 


a regular and substantial income, with persistent 
renewals, WHICH PAY THE FULL FIRST YEAR 
COMMISSIONS. 


There’s a Missouri State Life Accident Policy 
to Fit Every Desirable Risk. 


Agents whose companies do not write Accident Insurance | 
can sell the Missouri State Life Accident Line under a 
liberal contract direct with the Company on the same 
basis as our regular Agents. 








MISSOURI STATE LIFE 


Insurance Company 


M. E. Singleton, President e Home Office, St. Louis 


Life Accident Health Group 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 











Under the head “I 
1 Am The Am The Greatest 
Greatest Thing Thing In The 


In The World World,’ F. W. 
Heron, San Francis- 
co agent, has issued a circular having 
a wide distribution on the Coast which 
reads as follows: 

“I am the greatest thing in the world. 

“IT am the only will that cannot be 
broken; I protect your business, your 
estate, your dependents and, last but 
not least, yourself. 

“T am never-failing; my benefits are 
permanent, indestructible and cannot 
be lost, burnt up, stolen or taken away 
from you. 

“I am cash, property and income all 
combined. You shail not become 4 
beggar, pauper, dependent, nor can you 
get into the poorhouse as long as you 


retain me. I legally guarantee that 
poverty, with all its humiliation and 
suffering, can néver come to you. 


“IT will stick closer to you than either 
friends or relatives, and under all con 
ditions and circumstances, yet always 
subject to your will and control. 

“Tl will provide for you in sickness 
and in health. I will feed you, clothe 
you, furnish cash for you when all 
others refuse you and so long as you 
live (and your association with me will 


nake you live longer) you can never 
come to want. 
“T will be ready sometime, some- 


where, when you are possibly all alone 
—when the sun dips down behind the 
hill and the long, long journey is draw- 
ing to a close—then, right then 
“T will be your changeless friend and 
comforter. 
“T am an ‘Income For Life’ policy.” 
x * * 
One of the most unquali 


Banker's fied endorsements of li’e 
Opinionof insurance as a_ saving 
Insurance medium ever given by a 


banker was a statement 
made by Col. I. P. Rexford, general 
manager of the. Crown Trust Co., Mon 
treal, in an address before the Cana- 
dian Life Underwriters Association at 
its recent convention in which he said: 

I have long been of the opinion that 
if the average man who at best can 
save only a limited amount out of his 
income would, at least until he has ac- 
cumulated a nest egg of some size, be 
ultra conservative in the handling of 
his savings and take no chances of los- 
ing part or all of his savings through 
speculation, but invest wisely and safe 
ly, obtaining a reasonable return, and 
reinvest the revenue instead of spend 
ing it, he would over an average period 
of life more surely accumulate for his 
comfort and well being in old age a 
much larger amount than is usually ac- 
cumulated finally and retained by the 
man who takes a chance and who may 
make big profits one year and have 
them offset by bigger losses the next. 

In no way can this be done with more 
assurance of success than by first tak- 
ing out an ample amount of life in- 
surance. This forms a solid foundation 
upon which further accumulations may 
safely be built. 

Once the habit of saving something 
out of his income is acquired by a man; 
whether he is young or middle-aged, 
he has taken the first big step forward 
upon the high-way of success. 

J. J. Hill, the great railroad magnate, 
says in regard to saving, “If you want 
to know whether you are destined to be 
a success or not, you can easily find 


out. The test is simple and infallible. 
Are you able to save money? If not, 
drop out. You will lose—you may 


think not, but you will lose, as sure as 


fate, for the seed of success is not 
in you.” 
We are told that Rockefeller laid 


the foundation of his great fortune by 
borrowing one hundred dollars, giving 
his note for the loan, placed the hun? 
dred in the savings bank, and then 
started to save to pay off his loan. He 
created an obligation and then worked 
to pay it off and soon his loan was 
repaid and the hundred dollars in the 
bank was then his. 

Life Insurance is an obligation one 
need not hesitate to assume and _ it 
creates an incentive to save. Every 
time the premium comes due, there is 
that gentle reminder that one is build- 


ing up an estate, adding to his earn 
ings, accumulating something well 
worth while and as each premium is 
paid it becomes more valuable. Soon 
the paying of the premium becomes 
easy, a habit--the habit of saving has 
been acquired, almost involuntarily, 
and the habit of and ability to save 
systematically and regularly ig the 
most valuable habit leading towards 


the goal of succegs. 

I know of no better gift that a father 
could give his son when first start- 
ing on his business career than to 
pay for him the first year’s premium 
on a life insurance policy and then 
leave it to the son to save and keep it 
alive. 
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In preparing lists 


Where larizing the question of just 
ToGet where to secure names is 
Names often quite a puzzling one, 
says the Fidelity § Mutual 

Life. And great care should be exer- 


cised in the picking of these names be- 
cause it is obviously a waste of time 
and money to circularize men who are 
past sixty-five years of age, who are 
engaged in hazardous occupations or 
whose incomes necessarily hold them in 
the industrial insurance class. 

You may argue that it is hard to learn 
these facts about men until you have 
circularized them. Perhaps so, but 
there are some points which will guide 
you if you bear them in mind when 
picking your names. First, check your 
names through the city directory and 
you can easily eliminate the hazardous 
occupations and to a large extent those 
whose occupations pay a small wage. 

Then again you will usually find that 
a man who is president of a very large 
corporation, director of a bank and two 
or three other financial institutions, is 
a man fairly well up in years. Men do 
not step into such positions in their 
early days, but by slow strides work 
into them. In such eases it is well to 
circularize the junior officers instead 
of the president. Perhaps the secre- 
tary, vice-president, or treasurer may 
be nearer the insurable age. 

In running through a stack of reports 
we found the following sources from 
which names had been secured: 

A newspaper item, 
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URING the past ten 

years the average in- 
come of Phoenix Mutual 
salesmen from first year 
commissions has increased 
more than tenfold. 


This is a striking illustra- 
tion of what our plans for 
the development of and co- 
operation with our field 
force are accomplishing. 
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Directory, 
Poll Tax list. 
College list, 
Teachers’ manual, 
Voting list, 
School directory, 
College bulletin, 
Business acquaintance, 
Policyholder, 
Friend, 
Cotton mill directory, 
Club list, a 
Telephone list, oar 
Fellow employee, 
Office window, 
Manager of firm, 
Credit guide, 
Assessor’s list, 
List of Civil Service appointments, 
Office building directory, 
Church directory, 
List of candidates for club 
membership. 
This list was picked at random from 
a group of “business written” reports 
received at the head office. If your re- 
turns have been running lower than 
usual, try changing the source from 
which you take your names. Give care- 
ful thought to their selection, remem- 
bering that every poor name means a 
waste of time, energy and money, and 
every good name means one more busi- 
ness opportunity. 














INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA | 


Issues the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.60, 
th premiums payable annually, semi-annually or quarterly, 


and 
INDUSTRIAL Policies from $12.50 to $1,000.00, with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1922. 
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Total Payments to Policyholders since Organization............. ceececececece $30,051,860.92 
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INCOME SETTLEMENTS 
UNDER TWO PLANS 


(Continued from page 2) 


committee working upon this question 
of income settlements under life insur: 
ance policies. It is highly desirable 
that life insurance companies should 
study the question thoroughly and 
should conform to the reasonable forms 
of settlement recommended by experts 
who have fully and carefully studied 
the field. 


The subject into which we_ have 
launched is a large one. Its discus 
sion could be much extended. But 


space limitations forbid. The point we 
have desired especially to develop how: 
ever, is that there are two distinct 
fields of service in connection with the 
protection of beneficiaries one for thé 
income settlements of the life insur 
ance companies and one for the trustee 
functions of the trust companies. 
Which type of service should be select 
ed in any given case depends upon the 
service to the beneficiary. In many 
instances when the amounts involved 
are moderate and the contingencies 
simple, the life insurance service will 
prove most satisfactory. In other cases 
where the amounts involved are large 
and the contingencies complicated, the 
trust company undoubtedly wil! prove 
most satisfactory. At bottom there 
should be no irreconcilable competition 
between the life insurance companies 
and the trust companies. Our energies 
could more profitably be devoted to 4 
cooperative effort to separate the cases 
into the two classifications. By so do 
ing we shall render the maximum bene 
fit to all concerned-policyholders, ben® 
ficiaries and the two groups of com 
panies, 
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New Decision Made 
On Bankruptcy Point 








PROTECTS WIFE-BENEFICIARY 


This Latest Case Helps Strengthen Pro- 
tection of Policy Proceeds Against 
Claimants 


An important decision has been 
handed down by the New York State 
Supreme Court supporting the interest 
of a wife-beneficiary in a life insurance 
policy against the claims of debtors or 
the action of a receiver to get posses- 
sion of the cash surrender value. This 
subject has been an important one ever 
since the right to change beneficiary has 
peen in common use. The bankruptcy 
act and the decisions based upon it are 
construed to prevent a judgment debtor 
from shielding himself behind a_ pre- 
tended interest in a third party. This 
question is further complicated by the 
domestic relations law. 

This decision was made by Justice 
Lehman in the case of Maurice Gersh- 
man vs. Travelers et al. 

The plaintiff brought the action to 
secure a judgment “that the defendant 
be directed and required to surrender 
said policy to the Travelers Insurance 
Co. and that said Travelers Insurance 
Co. be required to accept such surrender 
and be required to pay to the plaintiff 
the full surrender value of said policy.” 

Seeks To Compel Surrender 

Judge Lehman in his opinion said in 
part: 

“The serious and to some extent 
novel question presented by this action 
is whether the provision for’ the 
change of beneficiary not only leaves 
in the insured such property right in 
the policy as will pass to the receiver 
but also whether the receiver can com- 








pel the debtor to exercise his reserve 
power to change the beneficiary and 
then to claim the surrender value. It 
is plain that the judgment debtor has 
some property right in the policy, for 
the beneficiary can certainly by appro- 
priate proceedings be divested of her 
rights even if vested, and whatever 
rights are not fully in the beneficiary 
are in the insured. It has been held 
that this property right in the insured 
passes to the receiver and in that opin- 
ion it seems to be assumed even if not 
declared that the receiver could divest 
the beneficiary of her interest and com- 
pel the surrender of the policy. An 
analysis of the opinion shows that it is 
based upon two propositions, first that 
the beneficiary has no vested interest 
in the policy, and second, that the dom- 
inion over the policy retained by the 
insured passes to the receiver and can 
be exercised by the receiver. 

“In the face of the opinions and deci- 
sions, I should certainly hesitate to hold 
that the wife who was first named as a 
beneficiary acquired technically a vest- 
ed right to the policy which could not be 
divested without her consent by one ex- 
ercising the powers of the insured, even 
though such change of beneficiary be 
not accompanied by all the formalities 
required in the contract of insurance 
for the protection of the insurance com- 
pany. But even though it should be 
held that the wife’s rights are not vest- 
ed, it by no means follows that the 
Plaintiff in this case can obtain the re- 
lief he’ asks. Regardless of whether 
the wife’s right be inchoate, contingent, 
or vested, she is entitled to receive the 
amount of the policy at her husband’s 
death unless before that time the bene- 
ficiary has been changed or the policy 
surrendered. It cannot be surrendered 
without her consent unless the bene- 
ficiary has been changed. Even though 
a Judgment be obtained against the in- 
sured and supplementary proceedings 
initiated before the death of the in- 
sured, the proceeds of the policy cannot 
be reached by the judgment creditor 
after the death of the insured where 
the assured dies without having desig- 
nated a new beneficiary and no appro- 
priate steps were taken by the ereditor 
during the life time of the assured to 


reach the assured’s interest in the poli- 
cy arising from his right to change the 
beneficiary. 

Can Creditor Reach Proceeds? 

The present case can therefore be 
reduced to one question: Are there any 
appropriate proceedings by which the 
creditor can reach the assured’s inter- 
est in the policy and compel him to 
make the policy payable to his estate 
instead of to his wife? Undoubtedly 
there is a long line of decisions under 
the bankruptcy act that a trustee in 
hankruptey may obtain the surrender 
value of a policy taken out by the 
bankrupt in which the bankrupt retains 
the right to change the beneficiary and 
there is some authority that this is 
true even though the beneficiary named 
is the wife of the bankrupt. 

“Yet it seems clear to me the Su- 
preme Court of the United States has 
decided only that a bankrupt has 
property in any policy where he has 
power to change the beneficiary, and 
if such policy has a surrender value 
payable to the bankrupt upon change 
of beneficiary it is payable to the trus- 
tee, and it has not yet expressed any 
opinion upon the question of whether 
even a trustee in hankruptey can ob- 
tain the surrender value where it is 
pavable only in the form of a loan or 
when the policy has lapsed. Moreover, 
in the present case the right to change 
the beneficiary is made subject to the 
written consent of the company, and, 
though the Cireuit Court of Appeals 
has held that such clause does not 
limit the power of the _ trustee to 
change the beneficiary (In re Green- 
berg, 271 Fed., 258), yet even in that 
case there was a dissent on this point. 

“Tam not at all impressed with the 
argument that section 52 of the Do- 
mestie Relations Law does not annlyv 
to a policy which by its terms cannot he 
disposed of by will. In my opinion the 
provisions in regard to a disposition by 
will or assignment to take effect after 
death was intended merely to give 4 
degree of assignability to the wife’s 
property right in policies which wer 
taken out for her benefit, but these 
provisions were not intended in any 
wav to limit the right to take out 
policies which were not payable to her 
unless she survived her husband and in 
which she had no property which 
would pass by will or assignment to 
take effect upon her death. In fact. the 
onposite construction is made n-2ces- 
sary bv the other provisions of the stat 
ute. Similarly I think it is clear that 
the statute does not prohibit insurance 
for the benefit of the wife though the 
policy contain a provision for a change 
of beneficiary by the husband, and the 
only effect of such a provision in the 
policy is that the wife’s 


interest is 
thereby reduced and she 


takes only 


‘as done that which 


such interest as she is given by the 
terms of the policy. 
When Interest Passes 

“Whatever property the husband has 
in the policy passes to the receiver, but 
his right to a surrender value of the 
policy is incomplete unless or until he 
exercises his power to change the bene- 
ficiary. Whether or not he should be 
compelled to exercise this power for 
the benefit of his creditors when the 
beneficiary is not a person for whom 
he was under any duty to furnish sup- 
port is perhaps doubtful, but I think 
that where the beneficiary is his wife 
it is the policy of the law that the 
wife’s interest should be preserved ac- 
cording to the language of the policy, 
and the rule that the courts will regard 
a person ought in 
good conscience to do has no applica- 
tion. The policy in its present form 
makes provision for the wife in case 
of the death of the insured prior to its 
maturity. The property right of the in- 
sured in the policy is subject to any 
rights of the wife, whether such rights 
be vested, contingent or even inchoate. 
The insured, as long as the contract 
is in existence, can obtain the surrend- 
er value even as a loan only by as- 
signment of the policies to it by all 
parties in interest. 

“Tt seems to me to follow that the 
receiver can obtain the surrender 
value of the policy only if the court 
shall determine that equitably the in- 
sured should exercise that power, and 
in view of the fact that the policy by 
its terms is intended to make provis- 


ion for the wife of the insured if he 
should die while the policy was in 
effect, and he had not changed the 


beneficiary, I do not think that a court 
of equity can under the circumstances 
recited in the complaint make such a 
determination. If the receiver cannot 
obtain payment from other property of 
the debtor it would seem that there is 
real need for keeping such provision 
alive, and there is no allegation in the 
complaint that the taking out of the 
policy or the designation of the bene- 
ficiary was made in fraud of creditors, 
and if the policy was taken out for a 
legitimate purpose the insured should 
not be compelled to terminate the poli- 
cy or to use it for a different purpose. 
In reaching this conclusion IT have not 
overlooked the fact that it is in conflict 
with the decisions of the County Court 
of the Bronx in Clark v. Shaw (91 
Mise., 247) and of the City Court in 
Ecker v. Meyer (118 Mise., 356 and 
443), but I regard these decisions as 
overruled by the Appellate Term in the 
case of Ecker v. Meyer (119 Mise., 375). 
Plaintiff's motion for judgment is 
therefore denied, with $10 costs, and 
judgment ordered dismissing the com 
plaint.” 
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The 63rd Annua] Report shows: 
Premiums received during the 
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their beneficiaries in Death 
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Net interest Income from Invest- 
ment 
($722,352 in excess of the amount 
required to maintain the reserve) 
Actual mortality experience 52.87% 
of the amount expected. 
Insurance in Force............-.- $232,163,082 
Admitted Assets 46, 
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Ways of Handling 
Prospect Lists 


GIVEN BY H. W. MANNING 





Don’t Give Time to Gathering Lists, He 
Says, at Expense of Canvassing 
Opportunities 





Methods of handling prospect lists 
were discussed in a very interesting ad- 
dress before the Canadian Life Under- 
writers Association at its Montreal 
convention last week by H. W. Manning 
of the North American Life. Mr. Man- 
ning said in part: 

Prospects Fall Into Groups 

Prospects are generally divided, or fall 
into classifications according to locality, 


occupation, financial standing, etc., but 
for the purposes of this discussion I 
should like to classify prospect lists un- 
der three headings, which in their 
broader sense will embody any of the 
foregoing, viz.:— 

1. Lists of prospects built up through 
personal canvass. 
2. Lists built 

names, 

3. Prepared lists of names of people 
unknown to the salesman. 

Under all cases there is certain in- 
formation essential to the successful 
progress of a sale. Names should be 
accurately recorded, so that in no case 
would there be any danger of embar- 
rassment as the result of using an in- 
correct name. Both residence and 
business address are important, as some 
men are more favorably approached at 
their residences; other at their place of 
business. It is important, also, that you 
should have the man’s occupation as a 
foreknowledge of this will assist you in 
the details of the proposition presented. 
His age should be known; and equally 
important is his date of birth, as chang- 
ing ages will frequently assist In the 
closing of a sale. His approximate 
income and mercantile rating should be 
recorded. Appearances are often de- 
ceptive and the exact knowledge of 
these two points is important in con- 
nection with the size of the proposition 
which you may later submit. One should 
know his domestic situation, whether 
married or single, and the details of 
his family, ifany. These are, perhaps, 
more important towards the sentimental 
presentation of a programme of ingur- 
ance than anything else. Then again, an 
important key to the situation may be 
found through the medium of hobbies, 
polities, Church, habits, character and 
mutual friends. Wherever possible any 
information in this regard should be 
obtained. A record of his present in- 
surance and details thereof are very 
important. 


In connection with a list of prospects 
built up out of one’s regular canvass, 
all the foregoing information should be 
obtained at the first interview, which 1s 
probably a preliminary one for the pur- 
pose of securing information. No tnter- 
view has been complete unless all this 
information has been obtained, and a 
proper interview can be so directed 
as to draw this information from an 
individual. 

In the case of names which have been 
suggested by a mutual acquaintance as 
much of this information as possible 
should be procured from the party of- 
fering the name of the prospect. It is 
quite inadequate to accept as the full 
available information that which the 
party suggesting the name offers vol- 
untarily. Scarcely is that party ever 
trained along insurance lines, and 1s 
incapable of realizing what information 
is essential to your future promulgation 
of a systematic canvass. We train 
ourselves to develop an insurance sense, 
finding out these facts which are essen- 
tial to us, and on most occasions can 
procure information we desire {f we 
direct our enquiries along that Ine. 


Time Put In On Getting Listes 
In the case of lists of prospects which 


up out of suggested 
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are presented as a whole, and the mem- 
bers of which are strangers, it is neces- 
sary to gather this information in the 
most expeditious manner. Right here 
it might be in place to caution against 
the possibility of spending too much 
time in gathering information at the 
sacrifice of valuable time which might 
be spent in an actual canvass... Such 
work as this should be done in time dur- 
ing which actual selling cannot be ac- 
tively pursued. That portion of each 
day which can be profitably spent is so 
comparatively short that one cannot 
afford to use it for the purpose of se- 
curing or making records of details. 
Certain information can be procured 
from directories, club books or insur- 
ance records if the individual should 
already be a policyholder in your own 
Company. All of this information can 
be procured and findings recorded with- 
out interfering with the time that can 
be properly spent in an actual canvass. 


Very frequently it is advisable to 
make a preliminary call upon a pros- 
pect with the sole view of obtaining the 
information desired, and to make a 
frank admission to your prospect to that 
effect, before submitting a _ definite 
proposition. 


Under these three divisions it is pos- 
sible to accumulate a vast list of pros- 
pects, and no salesman need suffer any 
dearth of material in this regard. The 
real problem is so to systematize his 
work as to effect the greatest economy 
of time and energy. In the first place 
he should conduct a system of elimina- 
tion, and in the second place of classi- 
fication. In connection with the former 
he should have regard to two factors; 
first, health; second, financial circum- 
stance. In the case of almost any other 
article which a salesman may offer, if 
the man has a possible need for it and 
the money to pay for it, he is a pros- 
pect; but money alone will not procure 
life insurance; the man must have 
health as well. 


Saving Rejections 


Although it is not a salesman’s place 
to pass upon the physical condition of 
a prospect, still, it is possible to develop 
the faculty of determining by sight 
whether the prospect is probably insura- 
ble through one of the different forms of 
policies issued by his Company. You 
can learn to get a first impression of 
health, as well as to get a first im- 
pression of personality. It is possible 
to make some sort of an estimate of 
health if you have regard to his general 
appearance, apparent energy or lack of 
it; any physical deformity; his average 
height, weight, and any details of his 
medical history that are available. In 
this way you can save time and energy 
by eliminating from your list those who 
are obviously uninsurable. 


Then others may be eliminated owing 
to financial circumstances, or those at- 
tending the occupation in which he {fs 
engaged. For instance, when business 
is booming, the more desirable pros- 
pects are those engaged in manufactur- 
ing and commercial enterprises, whose 
incomes have been greatly inflated 
through increased production. When 
the hard times period follows, names 
of salaried men, whose incomes have 
not been decreased will probably prove 
more profitable. 


Having put your prospect list upon a 


systematic basis, and having eliminated 
therefrom, ag far as possible, any which 
cannot for some reason be possibly ex- 
pected to materialize into policyholders, 
it should then be so classified as to work 
toward expeditious and efficient hand- 
ling. For expedience you must classify 
them as to locality; for efficiency as to 
time. 


Charting Territory 


Expediency can be gained by proper- 
ly charting your territory, and having 
all prospects localized under certain 
zones, so that finding yourself in a cer- 
tain locality you have at hand a list of 
other prospects in close proximity. One 
of the greatest evils of our business is 
the time lost in travelling from one 
prospect to another. Remember the 
only time which counts is the time you 
spend with a potential client explaining 
life insurance. The time you spend in 
the office, the time you spend on street 
cars going to see prospects does not 
return many dividends. The hours of 
the day in which canvassing can be 
most effectively pursued are so short as 
to demand concentration within the 
time at our disposal. This can best be ef- 
tected by having your prospects so local- 
ized that a call in any vicinity can be 
followed by sufficient others close at 
hand to take up the whole of a day 
or a half-day. 


Then within the foregoing classifica- 
tion, prospects should be sub-divided as 
to the most opportune time at which to 
call. This would be based either upon 
a pre-arranged appointment or circum- 
stances attending his particular posi- 
tion. For instance, the farmer is more 
favorably approached after the disposal 
of the fall crop, the commercial travel- 
ler at the end of the week; civil en- 
gineer or men engaged in outside occu- 
pations on a rainy day; or some retail 
salesman early in the morning. The 
proper charting and sub-dividing of 
your prospects along these lines will 
work towards economy of time and 
more effective interviews. 


A systematic record should be main- 
tained of the various methods of follow- 
up visitations, correspondence, tele- 
phone calls and any other methods of 
maintaining contact with the prospect. 
There should be a constant amending of 
these records in accordance with vary- 
ing conditions and circumstances which 
may visit themselves upon prospects. 
These changes are important, as in 
them may lie the key to a sale. 


Use of Letters 


The question of sending letters to a 
prospect is a debatable one. But form 
letters, which have the appearance of 
circulars, ordinarily receive little at- 
tention from the busy man, as he goes 
over his morning’s mail. If you use 
letters at all, type each one separately 
and sign it by hand. A hundred letters 
which have the appearance of indi- 
vidual communications will produce 
better results than a thousand letters 
run off by the multigraph. In a busi- 
ness such as ours, where sales so great- 
ly depend upon personal contact it is 
quite impossible to employ any such 
agencies to fulfill this feature. In all 
forms of contact with prospects there 
must be personal touch, a feature which 
is lost in letters which are obviously 
circulars. 

Letters alone will seldom, if ever sell 
insurance, They may, however, be prop- 
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LEWIS AGENCY PROMOTION 





Mervin L. Lane and Reuben Fink Ag. 
vanced As Assistant Agency 
Managers 





General Agent I. A. Lewis, of the 
Equitable Society azency at 280 Broaj. 
way, New York, has appointed Mervin 
L. Lane first assistant agency manager 
of the agency succeeding C. W. Mercer! 
who hag been appointed agency map. 
ager of the Equitable Society for Con. 
necticut. 

Reuben Fink of the same agency hag 
been appointed assistant agency man. 
ager in recognition of his excellent ree. 
ord since he entered the life insurance 
business one year ago and especially 


because of his work in getting and 
training new agents. 


Lane is a large personal producer 
who started in the life insurance busi- 
ness in 1916. He served abroad in the 
U. S. Marine Corps and is well-known 
as a regular contributor to Don Mar 
quis’s column in The New York 
Tribune. 

Fink is a former newspaper man and 
teacher. He cam? to this, country 
from Russia when he was fourteen. 
He has an A. B. degree from the Col- 
lege of the City of New York and a 
master’s degree, in science, from 
George Washington University, Wash- 
ington, D. C. He was editor-in-chief of 
“Washington Life,” held a position as 
editorial writer in the Department of 
Commerce at Washington, and previ- 
ous to that had been head of the de. 
partment of chemistry in the Business 
High School of Washington. Mr. Fink 
was the first to inaugurate Washington 





Septemb e 





correspondence in Jewish journalism 
when he acted as correspondent of 
“The Day,” N. Y. He wags also manager 
of “The Jewish Times” 
special correspondent at the Peace 
Conference at Versailles. 

During June, Mr. Fink paid for well 
over $100,000. He had acted as captain 
of one of the teams that has been con- 
ducting contests in the Lewis agency. 








erly used as aids, as courtesy alone will 
prompt a man to give you a hearing 
following a well-worded communication 
indicating the purpose and possibly the 
time of your calling. 

One of their greatest values lies in 
the aid they lend toward systematic 
work on the part of the salesman. It 
puts him under certain obligation to 
follow up within a stated period, letters 
which have been previously sent out. 
A system of this kind will enable a man 
to find each day filled with a definite 
number of calls to which he has com- 
mitted himself. 


A sale may transpire without regard 
to any of the rules of salesmanship, 
but a good gale, and constant sales must 
be based upon a proper foundation. 
There should always be a careful and 
painstaking preparation. The first step 
in this regard should be the assembling 
of the necessary information, and 4 
proper recording of the processes of the 
sale. Many a beginner has failed, and 
many an old-timer has fallen into 4 
slump because of the lack of due regard 
to this features of his work. 

The recording of prospects should be 
reduced to a daily system. It is folly for 
one to think that he can carry names in 
his mind from day to day, because in 
the course of our rounds we are con- 
stantly gathering new prospects, and 
the memory is quite incapable of re- 
taining these without some such aid a8 
suggested. Such a system from the as- 
sistance it offers in systematic canvas- 
sing, is a sort of check upon or stabi- 
lizer to a salesman when he trains him- 
self to let no day go by without adding 
a certain number of prospects. Thus, 


though the securing of applications may 
be to a degree spasmodic, the recording 
of prospects may be reduced to a daily 
system. 
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Use of Fraternal 
Death Funds Limited 


A MASSACHUSETTS 





OPINION 





No Part of Expenses May Come Out 
of Mortuary Fund Nor Interest in 
Borrowed Money 





A fraternal benefit society is not per- 
mitted under the laws of Massachusetts 
to draw upon its mortuary fund for ex- 
penses of any nature nor to pay inter- 
est on money borrowed for its death 
fund, according to an opinion prepared 
py Attorney General Benton given at 
the request of the Catholic Order of 
Foresters. The opinion in part fol- 
lows: 

The law states specifically that “no 
part of the money collected for mortuary 
or disability purposes or the net accre- 
tions of either or any of said funds shall 
be used for expenses.” This rule seems 
plain and absolute. No difference is 
made by its terms between ordinary ex- 
penses of management and extraordin- 
ary expenses. The designation of part 
of the death fund as separate funds 
does not disabuse the parts of the death 
fund so designated of their inherent 
character as moneys collected for, 
mortuary purposes, and no such desig- 
nation can free them from the limita- 
tions. 

Division of Fund 

The provisions of section 18, while 
authorizing the division of the death 
fund into emergency and other funds, 
keeps alive and recapitulates the exist- 
ence of the mortuary fund from which 
benefits are to be paid as a unit, and 
designates the fund from which ex- 
penses are to be paid as a separate en- 
tity. The phrase in section 13 concern- 
ing the different funds into which the 
mortuary fund may be divided—‘such 
funds shall be held, invested and dis- 
bursed for the use and benefit of the 
society’—does not divest the funds of 
their character as funds applicable to 
the payment of benefits. 

To permit a benefit society to place 
part of its mortuary fund in a separate 
fund under another name, and to dis- 
burse this portion of the mortuary fund 
so set aside, for expenses incidental to 
the growth or the strengthening of the 
society, would be to open the road for 
the withdrawal of all the funds primar- 
ily intended to secure the payment of 
claims, and to permit their disburse- 
ment in an entirely different manner, 
which might be highly prejudicial to 
the rights of members and defeat the 
entire purpose of the statute in this 
respect. The statute makes no distinc- 
tion between usual expenses and un- 
usual expenses such as those incurred 
in arranging for an adjustment of rates. 

I must therefore answer your first 
question to the effect that the use of 
money for expense purposes, under the 
circumstances which you describe, is 
not authorized by G. L., c. 176. 

It ig not contemplated, under the pro- 
visions of G. L., c. 176, that the death 
fund shall be depleted except by pay- 
Ments to beneficiaries for whose bene- 
fit it was established. Although the 
borrowing of money to prevent the de- 
Pletion of the death fund in some emer- 
fency indirectly enures to the benefit 
of the immediate recipients of pay- 
ments from the fund, the principal of 
the fund will suffer by paying for the 
temporary help to the detriment of 
future claim holders. The cost of bor- 
rowing money is an expense. The stat- 
ute is aimed to prevent the depletion 
of the death fund by expenses incurred 
by the society for whatever purposes 
and with whatever good intentions. It 
contemplates the discharge of such in- 
debtedness by an entirely separate and 
independent fund. Under such circum- 
Stances ag your question discloses, pay- 
ment of interest is an expense, and it 


Should not be paid out of the death 
fund. 


N. Y. U. SCHOOL OPENS OCT. 1 





Students Last Year Wrote $8,500,000 
During 33 Weeks of the 
School Year 





The Life Insurance Training Course 
of New York University opens for the 
fall term on October 1. Because the 
number of students is limited and each 
class for last year was filled to capac- 
ity, the university authorities state that 
those contemplating entering should 
register as early as possible. The to- 
tal amount of new business written by 
the students during the past school year 
was more than $8,500,000. 

Since the enrollment is limited to 200 


students per year (67, 67 and 66 stud- 
ents respectively in the three terms of 
eleven weeks each) the production of 
$5,500,000 of written business repre- 
sents practically the work of 67 persons 
working for a period of 33 weeks. 
Thus, the production averaged at the 
rate of approximately $357,000 per 
week, or at the rate of $13,380,000 for 
12 months. Very conservatively de- 
ducting 25% for rejections and “not 
taken” business, the “paid for’ would 
be estimated at the rate of about $10,- 
000,000 for 12 months’ work. Undoubt- 
edly, a 25% deduction is much too high. 

This rate of production is particular- 
ly gratifying in view of the fact that 
the students are required to attend 
school four mornings of each week un- 
til one o’clock, and also one afternoon. 
The above results demonstrate that 
rroducing agents can, by conscientious- 
1s following the time schedule laid down 
by the facuity, secure a very satisfac- 
tory volume of business while they are 
going to school. 

There are some interesting facts re- 
garding the personnel of the student- 
hody. While they come _ principally 
from New York City and vicinity, there 
was a considerable number from as far 
away as Texas, the Pacific coast and 
Canada. That life insurance agents 
will pay their traveling expenses from 
such distant points, and incur the cost 
of board and room for eleveri weeks, 
in addition to the expense of tuition and 
books, shows that vocational training 
in life insurance is beginning to make 
itself felt as a prominent factor in de- 
veloping efficiency in selling life insur- 
ance, 

Included in the personnel of last 
year’s class were three general agents 
of New York City, one of them being 
the head of the largest agency of his 
company for the entire United States. 
There was also the leading soliciting 
agent of a certain company for the en- 
tire country and a number of other 
well known agents who have already 
achieved considerable success; but the 
majority of the students were average 
producers and beginners. 








LINCOLN NATIONAL EDITOR 





Spencer W. Castle Appointed By Fort 
Wayne Company To Publicity and 
Personnel Work 





The Lincoln National Life, of Fort 
Wayne, Ind., has appointed a new editor 
of the company paper “Life With the 
Lincoln” in the person of Spencer W. 
Castle. Mr. Castle becomes a member 
of the personnel department of the com- 
pany and will assist in publicity work 
as well as edit the paper. He has 
had experience on a metropolitan daily 
paper and has recently completed grad- 
uate studies at the University of 
Chicago. 


NEW KANSAS MUTUAL 

The Midwest Life & Casualty Asso- 
ciation of Topeka, Kan., a mutual com- 
pany, has just been launched in the 
Kansas capital. The organization is 
in charge of J. C. Hartmann, D. C. Hart- 
mann, H. W. Lockhart, C. A. Hetrich 
and H. S. Heltime. It will write life 
and accident policies. 











THIS 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 


Completes Four-Score Years of Public Service 


YEAR 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 


Eightieth Business Year 





1923 








START COURSE AT RICHMOND 





Life Underwriters To Be Lecturers At 
College of William and Mary; Wil- 
liam Thornton in Charge 





Beginning with the fall session open- 
ing September 24, the extension division 
of the College of William and Mary, in 
co-operation with the Richmond Asso- 
ciation of Life Underwriters, will offer 
a night class in Richmond in life insur- 
ance salesmanship. Instruction in the 
fundamentals of insurance will be in 
charge of William Thornton, of the Life 
Insurance Co. of Virginia. The course 
will cover twenty-six weeks, two hours 
each week. Mr. Thornton will lecture 
for one hour and the remaining period 
will be devoted to talks on salesman- 
ship. These will be delivered by mem- 
bers of the Richmond Association, the 
plan being to supply a new lecturer for 
each class. Lecturers that have been 
so far selected by a committee compos- 
ed of Arthur Levy and John C. Goode 
are: W. D. Dallas, N. D. Sills, S. B. 
Love, BE. D. Wilson, C. G. Taylor, Jr., 
J. C. Goode, A. Levy, G. T. Bryson, 
G. T. King, E. A. Stephens, C. T. Thur- 
man, W. W. Keen, R. P. Harrison, C. B. 
Richardson, J. E. Woodward, J. C. 
Bristow. Text books to be used are 
Stevenson’s “Selling Life Insurance,” 
and Thornton’s “Short Lessons in Life 
Insurance.” 


UP IN OCTOBER 





Philadelphia Assoc’ation To Thresh 
Out Questions That Are Caus- 
ing Some Discussion 





The Philadelphia Association of Life 
Underwriters is to discuss various 


questions of interest at its meeting the 
latter part of October. Some of these 
questions were brought up at the meet- 
ing of the executive committee of the 

ational Association of Life Underwrit- 
ers held in Chicago the week before 
last These questions include the en- 
dorsement of the advisory board plan of 
Thomas B. Donaldson and the limiting 
of the legislative committee of the Phil- 
adelphia Association to three men, 
President Woodworth appointed five. 
It is also understood that he is against 
the advisory board plan. 


PARAPHRASES SLOGAN 

One of the insurance companies uses 
the slogan: “If every wife knew what 
every widow knows, every husband 
would be insured.” The comic paper 
of Rutgers College paraphrases it to 
read: “If every wife knew what every 
college widow knows, every husband 
would be in jail.” 

Norman R. Moray, of the 
Accident & Indemnity, has 
from Europe. 


Hartford 
returned 








Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was 
the first American legal reserve life insurance company to 


pay cash dividends. For more than seventy-five years it has 
consistently made dividend returns to policyholders, and, 
except for an occasional slight decrease in schedule, has 
maintained an upward trend in its returns. 

In 1922 the Company paid in dividends to policyholders 


$30,046,105. 








For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City 


Its dividend scale for 1923 was increased from 7 to 10% 
(according to plan and age), and it has set aside for 1923 
dividends to policyholders $32,832,839, equalling about 34% 
of the amount of 1922 premium receipts. 














| cbt ta ce 








12 





THE EASTERN UNDERWRITER 





September 21, 19% | 





THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
86 Fulton Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; Edwin N, Eager, Associate 
Editor; Jerome Philp, Associate Editor. 
The address of the officers is the office 
of this newspaper, Telephone number: 
Beekman 2076. 


Subscription Price $3.00 a year. Single 
copies 25 cents, Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
$, 1907, at the Post Office of New York, 
under the act of March 3, 1879. 








BABSON ON FIRE INSURANCE 

Roger W. 
again. 

Some time ago he stirred the life in- 
surance fraternity by advising policy- 
holders in on their surrender 
values and use the funds thus obtained 
for making investments and with 
the new income to buy certain kinds 
of insurance with the investment 
of insurance protection 


Babson has broken out 


to cash 


6% 


in- 
stead 
mind. 
The 
that a 
finance, 


idea in 


life underwriters were 
man an 
and 


amazed 
on 
economic 
which 
would upset a lot of insurance and lead 
otherwise men from the 
paths of safe insurance protection to the 
uncertain mazes of financial footpaths. 

Despite all the received, 
many from leaders in insurance, he re- 
fused to take back his advice, but stood 
pat. 


posing as expert 


big business 


trends should volunteer advice 


level-headed 


letters he 


Now he has sent out another bulletin 
to the clients who buy Babson Statisti- 
cal “Service,” in which he advises that 
the time has come to sell fire insurance 
company stocks. His reasons are based 
upon the routine Babson interpretation 
of fundamentals. He points out that 
premiums are going down because the 
inflation following the war has died 
down, carrying with it value deprecia- 
tions, and, consequently, reduced lines 
of insurance. 

He discusses the collapse of the build- 
ing and stresses the 
His principal argument 
is that the peak has been reached in 
fire insurance stocks as a class. 

numbers 
the 
and 


boom Japanese 


catastrophe. 


Babson among his 
industrial 
what he says. carries 
weight, which makes it all the more re- 
gretful when goes 
wrong, as it occasionally must. No 
oracle can give weekly advice and al- 
ways be in the right, and it 
that when Babson discusses insurance 
he puts his foot into it. His reference 
te Japan is decidedly premature. 
While the underwriters of America are 


clients 
many of leaders of the 
country 
he 


advice gives 


seems 


waiting eagerly for facts from the 
Orient possibly Babson has a radio or 
wireless of his own which is giving him 
some inside dope on Yokohama or 
Japan. If so, he is beating out the big 
daily newspapers and the great insur- 
ance offices in London and New York. 

Whether fire insurance has reached 


“its peak or not depends a lot upon the 


statements, and it is not be- 
lieved that the statements of Decem- 
ber 31, 1923, will be anything to encour- 
age a pessimist. So many things enter 
into the success or failure of a fire un- 
derwriting that 
tions in fire insurance differ vastly from 


annual 


administration condi- 
those industrial marts in which Babson 
Fire insurance 
And Babson 
The 
As he is 
advising everybody else here is some 
advice for him: “Stick to your knit- 
ting.’ 


has shone as a prophet. 
“is something else again.” 
is not a fire insurance expert. 
facts seem just the reverse. 





A FRANK 
The recent 
Convention 


POSITION ON TAXES 


meeting of the National 


of Insurance Commission- 


ers and certain remarks on the subject 
of insurance taxation made before the 
supervising officials by Fred L. Gray, 
has moved the “Minneapolis Journal” 
to a very frank discussion of the tax 
question as applied to Minnesota. 

Insurance ought not to be taxed 
much, if any, for revenue purposes. It 
is too valuable and necessary an agency 
to be unnecessarily burdened. The 
state should insist that companies do- 
ing business within its borders’ be 
sound financially and actuarially, and 
should impose enough taxation to pro- 
vide thorough supervision—and little, if 
any, more. 

What occurs to us is that Minnesota 
on the one hand should provide the In- 
surance Department with whatever 
money is necessary to furnish complete 
protection to the public, and on the 
other should reduce the taxes imposed 
on insurance policies. 

These insurance taxes are, of course, 
paid by the policyholders and not by 
the companies. They go to reduce the 
dividends on life policies and to in- 
crease the rates on fire, casualty and 
other forms of underwriting. 

It is plain that either the State of 
Minnesota is imposing too heavy taxes 
on insurance, which is, after all, only 
another name for thrift and security, 
or it is not making proper use of the 
insurance tax revenue. 





E. D. Wilson, superintendent of 
agents for the Mutual Life of New York 
in Virginia, made a “flying” trip to 
Colorado to visit his father and broth- 
ers before returning to Virginia after 
attending the convention of the Na- 
tional Association of Life Underwriters 
in Chicago. In addition to supervising 
the work of the agency force in Vir- 
ginia, Mr. Wilson paid for sufficient 
personal business during August to 
place him at the top of the list of 
agency producers for the month, the 


amount credited to him being $23,250. 
H. B. Shepherd, of Richmond, stood 
second with $17,500. 

a a * 


Edwin Starkey, vice-president of the 
Mid-Continent Life of Oklahoma City, 
who attended the Chicago convention 
of the National Association of Life Un- 
derwriters, says that although working 
conditions have not been encouraging 
in Oklahoma this year, the Mid-Conti- 
nent Life has had a fifty per cent in- 
crease up to September 1. 


oo a % 

Henry L. Rosenfeld, manager of The 
Prudential, at 46 Cedar Street, New 
York, has returned this week from 
Europe. 
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The Human Side of Insurance 























F. W. PASCOE RUTTER 





Frederick W. Pascoe Rutter, director 


and general manager of the London & 
Lancashire, who is coming to this coun- 
try again in a short while, is one of 
the most outstanding figures in the fire 
insurance world. This year marks his 
fiftieth in the service of the company, 
where he started work at the age of 
fourteen. One of the earliest experi- 
ences recalled in the life of Mr. Rutter 
was that he was reorimanded by a sup- 
erior for remaining at work after five 
o'clock in the afternoon. Gifted with 
unusual talent Mr. Rutter forged ahead 
rapidly with the London & Lancashire 
and at the age of 26 became head of 
the foreign department. The growth of 
the company’s foreign business has 
come in the wake of Mr. Rutter’s trav- 
els which have carried him to all parts 
of the world. Karly in his official 
career he visited every country in Ku- 
rope, and in 1887 traveled through 
seven countries of South America and 
also through the United States and 
Canada. Since then he has made six- 
teen or more trips to this country and 
one journey completely around the 
world, made in 1921. His determina- 
tion to have a first hand knowledge of 


insurance affairs outside of his own 
domain is largely responsible for the 


world-wide success of the company. 

In 1889 he became assistant secre- 
tary of the London & Lancashire and 
two years later sub-manager. In Jan- 
uary, 1899, on the retirement of Mr. 
Fothergill, he succeeded to the position 
of general manager and secretary, and 
in 1918 aequired the added title of di- 
rector. He is also chairman of the 
Standard Marine, managing director of 
the Law Accident, director of the Mar- 
ine Insurance Co., director of the Law, 
Union & Rock, and director of the 
Orient of Hartford. He served as the 
president of the Insurance Institute of 
Liverpool for two years, and president 
of the Insurance Institute of Great 
Rritain & Ireland in 1910. In the 
sphere of insurance education Mr. Rut- 
ter plays a leading part, taking an ac- 
tive role in bettering programs and 
stimulating young men to. attend 
courses. When Mr. Rutter became gen- 
eral manager of the company the pre- 
mium income for fire insurance, :the 
only class written, was £836,497; in 
1920 the income including fire, marine, 
life and accident business totaled £8,- 
725,604. Mr. Rutter also enjoys a fine 
reputation as a literary man, being the 
uuthor of several worth-while books. 

* * @ 


F. W. Heron, of the Fidelity Mutual 
Life, San Francisco, one of the best 
income insurance men in the country, 
was a visitor in New York a few days 
ago. 


B. F. Hadley, Jr., son of B. F. Hay 
ley, second vice-president and seer 
tary of the Equitable Life of Towa, ,) 
student of Wabash University, Cray 
fordsville, Ind., was an interested gpeq 
tator at the national tennis champioy 
ship matches at “Philadelphia — Jay 
week, An enthusiastic tennis playe 
he wanted to take a look at the top 
notch wielders of the racquet, and pe 
fore returning for his third year 4 
Wabash, came Hast for the Germap| 
town Cricket Club matches. Not only| 
did he see the tennis matches, but he! 
looked in at Mr. Dempsey and yr 
Firpo as they argued about the world 
heavyweight championship at the Poly 
Grounds in New York last Friday night 

* s 

William B. Joyce, chairman of the 
board of the National Surety, sent. this 
unusually interesting letter a few days 
ago to officers, branch office managers 
general agents and employes of. the 
company: “For centuries, it has beep 
a favorite pastime to attack sucecegs 
Any individual or any company or any 
successful enterprise has _— directe( 
against it all sorts of attacks, running 
from charges of bad business practices 
and unethical conduct to downright dis. 
honesty, particularly if the corporation 


Which has been successful is a quasi 
public corporation such as ours. Th 
officers of this company would chal. 


lenge any such charge, were one made 
against them. We pay our losses and 
perform our obligations in a_ spirit of 
absolute fair-dealing! It has long been 
a maxim with the company that its offi: 
cers are not paid by the stockholders 
to be dishonest, or to deal unfairly or in- 





equitably, or take any advantage of 
anyone, but, on the contrary, stock- 
holders and directors of the company 


expect the officers to conduct the com 
pany’s affairs in an honorable, upright, 
straightforward manner and they would 
not sanction any other line of action 
even if it meant greater earnings on 
their stock! They would feel, I am 
sure, that if the officers or employes of 
the company dealt unfairly with cus- 
tomers, the stockholders themselves 
would sooner or later be unfairly dealt 
with. It is the business of this cor. 
poration to guarantee the honesty of 
others, and I need not say to you that 
any institution guaranteeing the hon- 
esty of others must itself be honestly 
managed. What employer would want 
any dishonest man, whether he be offi- 


cer, agent or employe, to arrange for 
guaranteeing the honesty of his em 
ployes?” 

* * 


Jack V. Keenan, general agent at 
Kansas City for the International Life 
of St. Louis, a large producer and an 
officer in the company’s honor club, 
that he would not exchange 4a 
university education for his early train- 


Says 


ing in life insurance selling. Mr. 
Keenan started in Missouri where he 
hadn't even an acquaintance, More 


than a dozen years ago he went to work 
for the Aetna Life on a $10 a week 
traveling allowance. He worked with 
local agents over a large field and as, 
under his plan, he had to split commis 
sions with the local agent, it took an 
enormous amount of work. to ikeep 
going. Under this handicap he made 
good, he says by sheer hard work. If 
this could be done a dozen years ago 
it could be done much easier now, he 
says and gives this formula to a young 
man starting in the business first, 
have your heart and soul in the busi 
ness; second, work and a lot of it. 
* ¢ @ 


George Eastman, multi-millionaire 
head of the great Eastman Kodak Co. 
was once a clerk in an insurance. office 
at $3 a week. He started to go to 
work when he was 18 years old, 

* 


Theodore M. Riehle, New York insur 
ance man, is visiting Alaska. 
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Splendid Programme 
For Jersey Agents 


MANY EXECUTIVES TO 





ATTEND 





Will Be Introduced at Luncheon; Sales 
Talks to Replace Controversial 
Discussions 





Members of the New Jersey Associa- 
tion of Underwriters who attend the an- 
nual meeting next Thursday, Septem- 


per 27 at the Robert Treat Hotel in 
Newark are promised many unusual 
features; something different in the 


way of a program; one that has had 
removed many of the set, slow moving 
talks and controversial discourses. — In 
stead, the meeting will be enlivened 
with good selling ideas and short talks. 

One of the principal features will 
be the presence of a large number of 
fire and casualty company executives 
and the heads of four of the largest 
company organizations who will answer 
questions put to them by the agents. 

The speakers’ table too, will be elim- 
inated at the big luncheon that has 
been arranged. While from thirty to 
forty company officials will attend this 
luncheon they will be seated at the 
various tables with the agents them- 
selves. They will rise and be formally 
introduced, but will not make speeches. 
By this method of seating the agents 
will have an opportunity to meet the 
men whose names are thoroughly fam- 
iliar in fire and casualty circles, but 
who rarely before have attended large 
agency gatherings. 

Few Speakers on List 
At the luncheon James Victor Barry, 


fourth vice-president of the Metropol 
itan Life, and one of the best wits in 
the insurance business, will make the 


only address. W. G. Hisenhauer, the 
nationally known song leader at life 
insurance meetings, will lead the sing 


ing. During the business session C. W. 
Pierce, secretary of the America Fore 
Groun, will give a talk on special risk 


competition. George G. Bulkley, vice 
president of the Springfield Fire & 
Marine, is going to discuss the rela- 
tions between the National Board of 


Fire Underwriters and the Insurance 
Commissioners’ Convention, and will 
briefly sketch the uniformity being 


made in rates, rules, and other matters 
of common interest. 

Among the underwriters going to the 
luncheon are: Neal Bassett, president 
of the Firemen’s of Newark; President 
J. Lester Parsons of the United States 
Fire: Montgomery Clark, vice-president 


of the Hanover: W. A. Blodgett, of 
Fred S. James & Co.; Kugene Hord, 
New York manager of the Maryland 
Casualty; Clarence W. Hobbs, former 
Insurance Commissioner of Massachu- 
setts; A. R. Monroe, president of the 
Newark Fire; Norman T. Robertson, 


president, and William McQuaid, vice 
president of the Continental; M. E. 
Jewett, president of the Royal Indem- 
nity; A. Duncan Reid, president of the 





Globe Indemnity; E. C. Stokes, United 
States manager of the Royal Exchange; 
M. lL. Heide, vice-president of the Im- 
porters & Exporters; C. S. Conklin, of 
the Assurance Company of America; 
R. M. Bennett, of the New York Under- 
writers Agency; Charles F. Enderly, of 
the Insurance Company of North Amer- 
ica; John L. Mee, vice-president of the 
National Surety; John A. Griffin, vice- 
president of the Fidelity & Deposit; 
C. W. Bailey, president, W. E. Stewart, 
vice-president, and Frederick Hoadley, 
secretary of the American of Newark; 
Sumner Rhoades, secretary of the New 
York Fire Insurance Rating Organiza- 
tion; J. A. Campbell, secretary, and 
W. N. Bament, general adjuster of the 
Home; William Mackintosh, assistant 
manager of the Royal, and C. R. Per- 
kins, assistant manager of the North 
British & Mercantile. 
Some Programme Features 

Managers of four leading company 
organizations will answer questions 
relative to technical points in the va- 
rious classes of insurance. These are: 
William P. Young, general manager of 
the National Automobile Underwriters’ 
Conference; Jesse §S. Phillips, general 
manager of the Bureau of Casualty & 
Surety Underwriters; William J. Greer, 
general manager of the General Adjust- 
ment Bureau, and Leon A. Watson, New 
Jersey fire insurance rating expert. 

Chauncey S. S. Miller, of the North 
British & Mercantile; KE. T.. Sullivan, of 


the Home; Roosevelt L. Clark, of the 
America Fore group, and Warren 
Ellis. of the Commercial Union, are 


among the managers of Company adver- 
‘ising departments who will participate 
in a selling contest. 

The National Board of Fire Under- 
writers will give the first showing of its 
new film which illustrates that insur- 
ance is the basis of credit. 

Another feature which is expected to 
create interest will be the efforts of a 
number of company executives acting 
as insurance agents selling—or trying 
to sell—all sorts of coverage to a 
manufacturer who has made a $200,000 
addition to his plant. 

The program was arranged by a 
group of insurance newsnaper men, in 
co-operation with President Rippe and 
Secretary Spiegelberg. of the New Jer- 
sey Association, and “Tom” Moffatt, of 
Newark. 


H. D. FULLER ON COAST 

H. PD. Fuller, who has been superin- 
tendent of the western automobile de- 
pertment of the Fireman’s Fund, has 
heen appointed by the Hartford Fire 
and the Hartford Accident & Indemnity 
to take charge of their automobile de- 
partment for the Pacifie coast. He is 


now at the home office of the compa- 
nies. He will assume his new duties 
October 1. 

Mr. Fuller is an old Hartford man, 
having begun in the automobile de- 
partment at the home office in 1911. 


For years he was assistant in the West- 
ern automobile and transportation de- 
partment. 





J. A. Kelsey, General Agent 








THE 
MARINE AND FIRE 


INSURANCE 
LIMITED 


45 JOHN STREET, NEW YORK 


COMPANY 





George Z. Day, Asst. Gen. Agent 




















Brokers-- 


The opportunity to serve you will 


Foriy-Five be welcomed by this agency. 


Fire Unheard of facilities for Westchester 
and Casualty County. 
Companies Get 3520 on your ’phone 


KNOX, LENT & STEVENS 


INCORPORATED 


GENERAL INSURANCE 
White Plains 15 Court St. New York 
Successors to the Insurance Business of Tibbits, Prince 
& Ripley, Inc. 




















CHARLES HOYT SMITH 
OR 


MARSHALL & STERLING, INC. 
Poughkeepsie Trust Co. Building 
POUGHKEEPSIE, N. Y. 
Telephone 8271 


We pay Brokers liberal commissions and protect their accounts. 


We furnish insurance Engineering and Prevention Service gratis om 
Fire and Compensation risks. 


We write Fire and allied lines, Compensation, Liability and Automobiles. 


We represent fifteen of the leading Fire Companies and are General 
Agents for the Globe Indemnity Company. 
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CRUM AND FORSTER 
110 WILLIAM STREET—NEW YORK CITY 
REPRESENTING 
The North River Insurance Co. of United States Fire Insurance Co. 


New York of New York 
Richmond Insurance Company of British America Assurance Co. of 
New York Toronto, Canada 


United States 
New York 

New York State Fire Ins. Co. of 
Albany, N. Y. 


Western Assurance 
Toronto, Canada 

Potomac Insurance Company of 
Washington, D. C. 


Lloyds, Ine., of Company of 


Union Fire Insurance Co. of United States Underwriters’ Policy 
Buffalo, New York of New York 
F. M. Gund, Manager, Western H. Junker, Manager, Pacific Coast 


Dept., San Francisco, California 
Cobb Glass & Co., Managers, North 
Carolina Dept., Durham, North 
Carolina 


Department, Freeport, Illinois 
Hines Brothers, Managers, South- 
ern Department, Atlanta, Georgia 
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Incorporated 
NEW YORK CITY AGENTS 


National Liberty Insurance Co. of America 
Caledonian Insurance Co. 
The Commonwealth Insurance Co. of New York 
London & Scottish Assurance Corp., Ltd. 
United Merchants Insurance Co. 


BROOKLYN AND SUBURBAN AGENTS 


National Liberty Ins. Co. of America 
Northern Assurance Co., Ltd. Firemen’s Ins. Co. of Newark 

















The Commonwealth Ins. Co. of N. Y. United Merchants Ins, Co, 
London & Scottish Assur. Corp., Ltd. Indemnity Ins. Co. of N. A. 


NEW YORK OFFICE BROOKLYN OFFICE 
ONE LIBERTY STREET 198 MONTAGUE STREET 
Telephones: John 0063-64-65 ’Phones: Main 6370-71-72 
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Japanese Land Risks 
Probably Uncovered 


MILLIONS IN SILK THERE 





No Corroboration of Story That Some 
Marine Policies Cover From 
Inland Points 

When reports circulated in the local 
marine insurance market last week to 
the effect that about 10,000 bales of cot- 
ton and 1,000 bales of raw silk were 
stored in Yokohama warehouses and on 


the docks there when the disastrous 
earthquakes destroyed that port there 
were immediate attempts to learn 


whether insurance on these goods ex- 
isted. To date the quest has been in 
vain, and the chances remain strongly 
in favor of the absence of adequate 
marine insurance on merchandise de- 
stroyed in Tokio and Yokohama. The 
values involved in such huge quantities 
of silk and cotton run nearly to $50,- 
000,000, according to the statement ap- 
pearing in the daily press, thus giving 
some anxiety in marine circles. 

Inquiry among underwriters along 
Beaver Street, both in the British and 
American offices, brought forth state- 
ments that the stock insurance compa- 
nies of neither country issue marine 
covers granting insurance while ex- 
ports from Japan were enroute to the 
ships. If such coverage is granted by 
some of the foreign companies knowl- 
edge of the fact is lacking in New York. 
The companies generally issue their 
policies with warehouse to warehouse 
clauses or begin the insurance when 
the cargo goes on shipboard. 

Even the warehouse policies don’t 
give protection before the merchand- 
ise leaves the warehouse at port of load- 
ing. The only danger for American 
underwriters then would be on goods 
bound for Japan and lying in ware- 
houses there, such insurance extending 





for ten or fifteen days after arrival of 
steamer. One prominent British mar- 
ine underwriter here expressed the 
opinion that possibly Lloyd’s issued 
policies that would cover raw silk from 
an interior point right through to port 
of destination without interruption of 
protection. In such an instance Lloyd’s 
would suffer heavy losses as a conse- 
quence of the earthquake. 

With the fire companies excused al- 
most as a unit from the Japanese losses 


~all the conjectures evolve around the 


marine underwriting companies. As 
marine policies are often so broad and 
not uniform in the extent of their cov- 
erage there are a host of possible 
chances for losses.. This naturally 
lends substance to the many rumors fly- 
ing around the insurance markets but 
until definite reports are received, prac- 
tically every statement made is pure 
conjecture, founded solely on circum- 
stantial evidence at best. 

If all the fears floating around had 
much of a basis of truth companies 
here would not be accepting policies 
guaranteeing the solvency of Japanese 
companies paying marine losses. Quite 
a number of such contracts have been 
placed in the local market, the insurers 
becoming liable for the original insur- 
ance only in the event that the com- 
pany directly on the risk cannot pay, 
and in case the original company pays 
a certain percentage of the claim, then 
the guaranteeing insurer is liable for 
the unpaid balance. 

News Items From Japan 

Cables received here from London 
last week announced that specific in- 
surance against earthquake damage 
continues to be placed there at varying 
rates. There may be a reduction in the 
rate covermg approved property in 
Hong Kong and the Federated Malay 
states to 5s for twelve months. While 
the property at Kobe before the earth- 
quake was covered at 1%, the rate is 
now 2%. 

According to the “Wall Street Jour- 
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Cash Capital | 
$3,500,000.00 


SPRINGFIELD 


Fire & Marine Insurance Company | 
SPRINGFIELD, MASS. | 


| 
| 
ALWAYS include a SPRINGFIELD policy— 
“IT PAYS!” | 














nal” forty-seven life insurance com- 
panies, in a conference with the Gov- 
ernment and officials of the Bank of 
Japan, were promised a loan by the 
latter of 50,000,000 yen for which 
securities were given. Tokio and Yoko- 
hama life claims are estimated at 30,- 
000,000 yen. The other 20,000,000 yen 
will be used to aid living policyholders. 

Further reports from Japan state 
that silk worth $200,000,000 stored in 
the Yokohama customs house was de- 
stroyed in the earthquake. 

The attitude of British companies do- 
ing a fire insurance business in Japan 
is reflected in a statement issued last 
week following a conference in London 
of representatives of these companies 
regarding their liability following the 
earthquake. The statement follows: 

“(1) At a recent meeting of British 
insurance offices operating in Japan it 
was unanimously resolved to adhere to 
the conditions common to all policies, 
exempting the offices from liability for 


damage caused by earthquake or jt: 
consequences. 

“(2) This condition appears in thes 
policies in the most precise and definite 
terms and more particularly so sinc 
the San Francisco disaster. 

“(3) The regulations of the Japaney: 
Fire Insurance Association prohibit jp. 
surance companies issuing _ policies 
which do not specifically exclude the 
earthquake liability. This risk can only 
be covered on the special request of 
the insured by separate policy or en. 
dorsement and on payment of a spe 
cial rate. 

“(4) The conditions of all policies 
issued in Japan must be submitted to 
and approved by a Government depart: 
ment. 

“(5) There can be no moral obliga- 
tion on an insurance company to under. 
take responsibility for losses resulting 
from a risk for which it has not re 





ceived the additional premiums to 
which acceptance of that risk would 
have entitled it.” 


LEENA a a a EIS IT 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





Neal] Bassett, President 
John Kay, Vice-Pres. and Treas. 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


FIREMEN’S 


INSURANCE CO. 


of Newark, N. J 
Organized 1855 


Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$2,250,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities .. 9,004,301.01 


Net Surplus 4,436,386.20 


Total ....$15,690,687.21 


Policyholders Surplus, 
$6,686,386.20 








Henry M. Gratz, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Davis G. Vaughan, Secretary 
A. H. Hassinger, Secretary 
Welle T. Bassett, Secretary 


; THE 
Girard F. & M. 
INSURANCE CO. 


of Philadelphia 
Organized 1853 


Statement January 1, 1923 
ASSETS AND LIABILITIES 
Capital ...$1,000,000.00 
Reserve Rein- 
surance Fund 
and Reserve 


for all other 
liabilities 2,665,678.50 


Net Surplus 1,110,233.48 


Total .....$4,775,911.98 


Policyholders Surplus, 
$2,110,233.48 














Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
John A. Snyder, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organized 1854 
Statement January 1, 1923 
ASSETS AND LIABILITIES 


Capital ...$ 600,000.00 


Reserve Rein- 
surance Fund 
and Reserve 
for all other 
liabilities ... 


Net Surplus 


1,916,251.22 
945,537.10 


Total .....$3,461,788.32 


Policyholders Surplus, 
$1,545,537.10 














H. M. Schmitt, President 
Neal Bassett, Vice-Pres. 
John Kay, Vice-Pres. and Treas. 
Thos. A. Hathaway, Secretary 
A. H. Hassinger, Secretary 
Wellg T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa, 
Organized 1866 

Statement January 1, 1923 
ASSETS AND LIABILITIES 

Capital ...$1,000,000.00 

Reserve Rein- 

surance Fund 

and all other 

liabilities .... 1,329,033.00 


Net Surplus 1,452,589.00 
Total As- 
sets ....$3,781,622.00 


Surplus to Policyholders 
$2,452,589.00 











LOYAL TO FRIENDS, AND 





TO LOYAL AGENTS, LOYAL 
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Propose Changes In 
Washington Code 


CONFERENCE THERE OCT. 5TH 








Several Leading Authorities to Pass On 
Recommendations for Tax 
Revisions 


Washington, D. C., Sept. 19.—Recom- 
mendations for revision of the insur- 
ance code for the District of Columbia, 
which was submitted to Congress dur- 
ing the last session and which will be 
again taken to that body when it meets 
in December, will be considered at a 
meeting to be held in Washington on 
October 5, when Burt Miller, superin- 
tendent of incurance, confers with a 
number of insurance officials from vari- 


ous parts of the country. 

It is not likely that any material 
changes will be made in the body of 
the bill, according to Mr. Miller, al- 
though some of the changes which 
have been proposed will be of impor- 
tance. As submitted to Congress, the 
pill proposed a tax of 1.5% on gross 
premiums paid companies in the Dis- 
trict, and one of the changes proposed 
is to make this a tax of one per cent 
on net premiums. 

The District would be authorized un- 
der the new code to tax the business 
done in the District by companies of 
other States at the same rate those 
States taxes the business done there 
by District companies, even though 
that rate is materially higher than the 
normal rate provided by the bill. Other 
provisions provide for licensing of com- 
panies, agents and solicitors, and for 
extension of the insurance office to 
take care of the increased work which 
would be brought about by the law. 

Among those expected to attend the 
conference are: Herman Ekern, attor- 
ney general of Wisconsin; Jesse S. 
Phillips, former insurance commission- 
er of New York; Clarence Hobbs, form- 
er insurance commissioner of Massa- 
chusetts; Thomas Donaldson, represent- 
ing the Federation of Insurance 
Agents; Miles M. Dawson, of New 
York, insurance actuary; Walter Chorn, 
former commissioner of insurance of 
Missouri, and representative of fire 
insurance, both stock, and mutual com- 
panies; the Casualty Insurance Asso- 
ciation of the United States and repre- 
sentatives of other insurance interests. 





LUDLUM BACK FROM EUROPE 





Went On Sightseeing Trip To Riviera 
and Took in Lake Geneva and 
Italian Lakes 





C. A. Ludlum, vice-president of the 
Home, returned from Europe a few 
days ago—his first European tour. Al- 
though he visited London and Paris he 
made no point of seeing insurance men 
as his visit was a pleasure and sight- 
seeing journey. He motored from Lake 
jeneva to Nice, and from there to 
Monte Carlo. On the way north he 
stopped at Florence, Venice and Milan; 
then went to Paris for a week and to 
England for eleven days. He joined the 
frowing body of returning underwriters 
who are refusing to be interviewed on 
economic subjects. Asked how he 
found conditions in the countries visit- 
ed his only statement was: 

“All I care to say is that the United 
States looked better to me on my re- 
turn than ever.” 





DUST EXPLOSION MEETING 

The committee on dust explosions 
of the National Fire Protection Asso- 
ciation will meet October 1 and 2 at 
Buffalo. Among the items scheduled 
for consideration, the tentative regu- 
lations on grain elevators and pulver- 


ized fuel will receive especial atten- 
tion, 















ORGANIZED \e 
1853 


CASH CAPITAL 
$18,000,000 

















Strength -- Reputation --Service 


The presence of any one of these qualities 
in a fire insurance company is a very desir- 


able asset. 


The presence of all three in The Home of 
New York means the kind of insurance pro- 
tection that local agents will always be glad 


to provide to property-owners. 


A policy in The Home of New York gives 
the assured the protection of America’s 
Insurance 


Largest and Strongest Tire 


Company. 





THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Fire and Lightning, Automobile (Complete cover in Combi- 
nation Policy), Earthquake, Explosion, Hail, Marine (Inland 
and Ocean), Parcel Post, Profits and Commissions, Rain, 
Registered Mail, Rents, Rental Values, Riot and Civil Commo- 
tion, Sprinkler Leakage, Tourists Baggage, Use and Occu- 
pancy, Windstorm. 





STRENGTH REPUTATION SERVICE 
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Nat'l Ass’n Appoints 
Leading Committees 
MOFFATT 





HEADS EXECUTIVE 





Bell, Chapman, Gardner and Others Are 
Members; Allen, Case and Mark- 
ham on Conference 





In conference with President Frank 
R. Bell of the National Association of 
Insurance Agents, Thomas C. Moffatt, 
chairman of the Executive committee, 
announced on Monday the following ap- 
pointments as those composing the Ex- 
ecutive Committee of the National As- 
sociation for the next year: 

Thomas C. Moffatt, chairman, New- 
ark, N. J.; Frank R. Bell, Charleston, 
W. Va.; A. G. Chapman, Louisville, 
Ky.; A. P. Cunningham, Dallas, Texas; 
BE. B. Dunning, Duluth, Minn.; Frank L. 
Gardner, Poughkeepsie, N. Y.; Cliff C. 
Jones, Kansas City, Mo.; David J. Main, 
Denver, Colo.; L. A. Porter, Montgom- 
ery, Ala. 

Mr. Chapman, of Kentucky, was form- 
erly chairman of the Executive Com- 
mittee. Mr. Cunningham is president 
of the Texas Association. Mr. Dunning 
is a past president of the Minnesota As- 
sociation and a past territorial vice- 
president of the National Association. 
Mr. Gardner is the president of the 
New York Association and a former 
vice-president of the National Associa- 
tion for the Missouri Valley States. 
Mr. Main has for some time been the 
vice-president of the Rocky Mountain 
States, and Mr. Porter is the president 
of the Alabama Association. 

President Bell also announced the ap- 
pointment of the following on the con- 
ference committee: 

Frank R. Bell, chairman, Charleston, 
W. Va.; Thomas C. Moffatt, Newark, 
N. J.; E. M. Allen, Helena, Ark.; Will 
J. Beggs, Cleveland, Ohio; James L. 
Case, Norwich, Conn.; Charles I. Luns- 
ford, Roanoke, Va.; George D. Mark- 
ham, St. Louis, Mo.; W. T. Rambo, San 
Jose, Cal. 

Mr. Moffatt is the present chairman 
of the Executive Committee of the Na- 
tional Association. Mr. Allen, Mr. Case 
and Mr. Markham are all past presi- 
dents of the National Association. Mr. 
Beggs was a member of the National 
Executive Committee last year. Mr. 
Lunsford is one of the leading agents 
of the South and has had much experi- 
ence in organization work, both state 
and National. Mr. Rambo is president 
of the California Association and one 
of the leading agents on the Pacific 
coast. He has been prominently iden- 
tified with agency movements there for 
a number of years. 

P. P. LYNCH, JR. A SPECIAL 

Percy P. Lynch, Jr., has been appoint- 
ed special agent in Virginia for the 
North Carolina Home, American Alli- 
ance, Massachusetts Fire & Marine and 
the Rochester Department of the Great 
American, under E. B. Travis, Virginia 
state agent for these companies, the ap- 
pointment being effective October 1. 
Mr. Lynch will go to Virginia from the 
New York office of the Great Amer- 
ican with which he has been con- 
nected for some time. He is a former 
North Carolina boy. He will make his 
headquarters in the American National 
Bank building, Richmond, where Mr. 
Travis has an office. 





AT ENGINEERS MEETING 

Speakers on insurance subjects at 
the convention of the National Asso- 
ciation of Stationary Engineers held 
in Buffalo, September 10 to 14, were T. 
Alfred Fleming, director of conserva- 
tion of the National Board of Fire Un- 
derwriters; George P. Muldaur, gen- 
eral agent of the Underwriters’ Labor- 
atories, Inc., and Ira. G. Hoagland 
secretary of the Automatie Sprinkler 





Association. One entire session of 
the convention was devoted to the sub- 
jects of fire control and prevention. 
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Truscott Made Head 
Of the Camden Fire 


MANAGING 





IS UNDERWRITER 





Joseph K, Sharp and John F. Gilliams 
Made Vice-Presidents; Barry 
Truscott Elected Secretary 





J. Lynn Truscott, vice-president since 
1910 of the Camden Fire Insurance As- 
sociation, was last week elected presi- 
dent of the company by the board of 

» directors to succeed Edmund E. Read, 
Jr. The directors also elected Joseph 
K. Sharp as vice-president and treas- 
urer, John F. Gilliams as vice-president 
und Barry Truscott as secretary. 

Mr. Truscott, who in addition to being 
vice-president of the Camden for thir- 
teen years, has been the managing un- 
derwriter, was recently reported presi- 


dent of the company before the elec 
tion actually took place. He had been 
acting as chief executive since Mr. 


Read’s death and this gave rise to the 
premature notice. Mr. Read came to 
this country in 1872 and joined a Phila- 
delphia fire agency. Later he became 
a partner in the firm and in 1881 made 
connections with the Girard Fire & 
Marine to organize the Philadelphia 
downtown branch office. After he had 
held the position of assistant secretary 
of the Girard for a while he resigned to 
go with the Camden. 

Thirty-six years mark the length of 
service by Mr. Sharp in the office of 
the Camden. sefore the promotion last 
week he was secretary and treasurer. 
Mr. Gilliams has also been with the 
Camden for many years and until his 
elevation was a secretary. Barry Trus- 


cott, a son of the new president, has 
also been with the company several 
years and formerly was an assistant 


secretary. 





REPORT ON D. OF C. BUSINESS 


Nearly $17,000,000 Collected In Premi- 
ums Last Year; 101 Companies 
In Washington 





Premiums totaling $16,876,926 were 
collected by insurance companies in the 
District of Columbia during the year 
1922, while losses amounted to $5,526-, 
$05, according to the annual report 
now being prepared by Burt Miller, 
superintendent of insurance. Premium 
collections during the year increased 
$1,719,691 as compared with the pre 
ceding year, and losses’ increased 
$627,646, it is stated, the losses paid 
by fire insurance companies last year 
being greater than in any year since 
1902. 

Assets of all insurance companies 
and associations doing business in the 
District 


of Columbia were, on Decem 
ber 31, last, $10,128,203,188;  liabili 
ties, $8,325,881,201, and surplus, includ 
ing capital $1,802,321,936, the report 
states. Licenses issued numbered 363, 
an increase of 17 over 1921. During 


the year 37 companies qualified under 
the provisions of the marine law, which 


brought the total companies in the 
district to 101. 
The superintendent’s report will 


recommend increases both in personnel 


and salary in the insurance depart- 
ment. During the last fiscal year, it 
is stated, receipts amounted to $228, 


283, and expenditures to $21,511. 
OSAKA FINANCES SAFE 
Tha Osaka Marine & Fire, of Osaka, 
Japan, doing a fire reinsurance busi- 
ness in this country, has cabled Sum- 


ner Ballard, United States manager, 
that the Tokio and Yokohama branch 
offices have been burned out with no 
loss of life. All the policies exempt 
responsibility for loss by fire or its 


spreading directly or indirectly caused 
by earthquakes and therefore the finan- 
cial standing of the company is not 
affected. 
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It 1s pertinent 


AN to take note of 
wD), | the factors which 
Ved] led Mr. Wana- 
@ 4 maker to interest 
K ‘4 himself in life in- 
f, ‘ 


surance, ier ause 





Nea) it bears directly 
I D) upon what 1s 
Key being developed 


to such an extent 
at the present 
time, in the life 
| insurance busi- 


[ea ness. 

| At a critical 
ap) point in his busi- 
KOY,) ness carcer Mr. 
Pan 


| Wanamaker real- 
ized that he was 
operating upona 
cash basis which, 
|e | in and of itself, 

< was not sufficient 








le. y tO carry the 
| . : 

ko, credit necessary 

tm to conduct a 

K )) business of large 


proportions, 

He theretore 
concluded to take 
out a large line 
of life insurance 
and very soon 
found in actual 
experience, that 



















Hk death of John Wanamaker whose 

stores In Philadelphia and New York 
have become famous the world over, called 
attention to the fact that 
the heavily insured business men. [t is 
reported that he carried $3,000,000. 


John Wanamaker’s Insurance 


From the John Hancock “Signature” 


he was one of 


ing endowment 


eleprrone 
Stuyvesant 4700 


the credit was of more moment than the 
cash premiums involved. 

One thing of interest in this connection 
is that Mr. Wanamaker believed in carry- 


nary lite. Many of these endowments he had 









insurance as well as ordi- 


wready realized 
in cash, as 1n case 
ofonein the John 





Hancock. ‘The 














he could trade 
more SUCCEeSS= 
fully on the 








credit created by 
this insurance. 


of taking the life 


Mr. Wanamaker stated that as a result 
insurance 
more profit than if he had placed the 
amount expended for 
miums in his. business. 


° 
Home Office Building, 


It Is Almost a Crime to 
Bring Up a Family 


in affluence and for its master 
or chief not to arrange his af- 
fairs so that they shall not be 
exposed to sudden and severe! 
poverty in case of death, when, 
by forethought and the help 
of substantial insurance com- 
panies, he can put something 
aside out of his earnings for 
the mother and each child 
without being dishonest with 
his creditors. 


In many instances known to 
the writer the wife has been 
the best partner the man had, 
and helped him materially in 
making his business a_success 


q (Signed) 


% fom 


September 1, 1921. 











he made 


life insurance pre- 
In other words, 
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LIFE INSURANCE COMPANY 
F BOSTON, MASSACHUSETTS 


197 Clarendon Street, Boston 








ately, without legal 
man, however rich or sagacious, can really 
afford to be without an amount of life in- 
surance proportionate to the interests which 
his wealth and business success represent. 


, Massachusetts 
































amount of ma- 
tured  endow- 
ments was very 
substantial. 

kor many years 
it was thought 
not necessary for 
very rich men to 
carry life insur- 
ance, Even to- 
day this notion 
prevails to some 
extent. But 
Mr. Wanamaker 
looked at it in a 
different — light, 
and many of our 
richest and most 
successful men 





now carry very 
substantial a- 
mounts of life in- 
surance, prima- 
rily because they 
realize that fi- 
nanceand invest- 
ment at its very 
best, carries with 
it alarge element 
of insecurity, 
while life insur- 
ance is safe and 
secure. 

It is always 
worth 100 cents 
on the dollar 
payable immedi- 
entanglements. No 
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PHILA. CO-OPERATIVE BUREAU 

Large insurance companies in Phila- 
delphia and throughout the country are 
identified with the Co-operative Insur- 
ance Bureau, which is under the direc- 


tion of the Retail Merchants’ Bureau 
of the Philadelphia Chamber of Com- 
merce. Thomas B. Donaldson while 
Insurance Commissioner of Pennsyl- 
vania was instrumental in inaugurat- 
ing the movement and when it was 
launched it was earnestly endorsed 


and energetically furthered by the In- 


surance Federation of Pennsylvania. 

The Co-operative Insurance Bureau 
is equipped with a mass of personal 
records and police reports collected 
and compiled by the Retail Merchants’ 
sureau and will be able to effectually 
check efforts of undesirable risks to 
obtain insurance protection. The rec- 
ords will be so complete that persons 
listed in any of the forty-two classes 
of undesirable and unsafe risks for 
insurance companies will be unable to 
purchase policies, 


50% FOR JAPANESE RELIEF 

50% of the proceeds from the sale of 
tickets for the National Fire Prevention 
Exposition which will held in the 
Tist Regiment Armory, New York City, 
during Fire Prevention Week, October 
8 to 18, are to be donated to the Amer- 
Red the relief of the 
Japanese. The balance of the receipts 
will be for expenses and for the fur: 
therance of fire prevention, 
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Houston Condemns 
Rating Proposition 


PUBLIC WOULD PAY MORE 


Illinois Superintendent Thinks National 
Organization Will Increase 
Monopoly 


T, J. Houston, superintendent of in- 
surance for Illinois, is one of those whe 
are lined up against the proposition for 
National control of fire insurance rates 
by the fire companies, as agreed between 
the National Convention of Insurance 
Commissioners and the National Board of 
Fire Underwriters at the commissioners 
meeting in Minneapolis recently, At that 
time Mr, Houston forcibly expressed him- 
self against a@ National rating body, and 
since then has been quoted as an op- 
ponent to the plan that is trying to be 
pushed forward to a successful culmin- 
ation. 

Following are Mr, Tlouston’s ideas as 
expressed at Minneapolis: 


It is proposed that such national rat- 
ing organization be either under the 
supervision of the National Board of 
Fire Underwriters, or some other quali- 
fied body in order that rates, rules and 
commissions may be made uniform, use- 
less rating organizations discontinued, 
duplication of effort eliminated, and a 
saving to the policyholders effected. 

The enormity of this proposal startles 
me. 

Rate making by co-operative action 
permits and encourages monopolistic 
rates. The proposed organization 
would at once secure a monopoly in the 
field of rate making for its members. 


Against A Greater Monopoly 

In German Reliance Insurance Com- 
pany vs. Lewis, Superintendent of In- 
surance of the State of Kansas, 233 
U. S. 390, Mr. Justice McKenna, of the 
Supreme Court of the United States, 
points out that the business of insur- 
ance is of a monopolistic character and 
that it is illusory to speak of a liberty 
of contract. I am against any measure 
which will have a tendency to foster, de- 
velop, or augment the monopolistic 
character of the fire insurance business. 
Let us for a moment consider the basic 
elements of rate making, as set forth 
in the statement of the case in the 
decision referred to: 

“The rate of premium varies with the 
kind of property covered, its physical 
characteristics and situation, its expo- 
sure, the presence or absence of fire 
protection, and many other causes. 
The establishment of the basis rate for 
the premium to be charged is a matter 
of technical and mathematical deduc- 
tion from the experience of all fire in- 
surance business covering a long period 
of years and, territorially, the whole 
civilized world. To make such deduc- 
tion it is necessary not only to be in 
Possession of the compiled statistics of 
fire insurance business, but also to be 
skilled in the mathematical ‘theory of 
probabilities’ and in the ‘law of large 
humbers’ so as to be able to apply with 
technical accuracy such laws and such 
data, and that no one not specially 
trained as an insurance statistician is 
competent to make such deductions. 


“A theoretically correct basis rate 
having thus been arrived at is subject 
to variation according to the class of 
town or city in which it igs situated. 
The classification of towns and cities 
depends upon water supply, fire protec- 
tion and general physical conditions. 
In addition to ascertaining the individ- 
ual risk, if a building, the size, the ma- 
terial of which and the manner in 
which it is constructed, the character of 
the occupancy, and the character and 
occupancy and construction of adjacent 
buildings, also the character of the con- 
tents of the buildings and the manner 
in which they are stored and the pre- 
cautions used to detect and prevent 
fires, are necessary to be ascertained.” 


In addition, fire insurance forms, 
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The Agents 
and the Annex 


"Pye high-grade agency men be 
expected to stand forever the 
pernicious and unfair “‘Annex’’ 
system ? 


Is not INSURANCE best served 
when represented by substantial, 
trained, expert agents! And is not 


the PUBLIC! 


“No Annexes’’ is the expressed 
policy of the Central Fire Insur- 
ance Company of Baltimore. We 
believe that this means success and 
service for both company and agents. 


ENTIRAL 
FIRE INSURANCE 


COMPANY 
IBAILTIM ORI: 


Joun P. Lauper, Pres. Cuas. H. Kopperman, V. Pres. Cras. H. Rotoson, Jr., Secy. 





SURPLUS TO POLICY HOLDERS $1,640,758.05 


Report by Insurance Department of Maryland for 1922 
oo . P 7 — 
“The Company adjusts and settles its losses promptly and with jusness and fairness. 
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tules or underwriting practices should 
also be considered. 
Sees Increased Expenses 

The task of applying and considering 
all these elements of rate making as 
they exist in each and every state, if 
assumed by only one such organization 
would be gigantic and the cost of acquir- 
ing the necessary data almost incalcul- 
able, which cost in the final analysis 
will have to be borne by the rate 
payer, as an added expense, for many 
years to come. 

In my opinion no one organization 
could properly handle the question of 
rates on properties, and fire hazards 
situated in the many distant points 
within the territory over which the pro- 
posed organization is to assume juris- 
diction. The organization would have 
to procure detailed first hand informa- 
tion from coast to coast and from the 
Lakes to the Gulf. The proper adjust- 
ment of the fire rate to the fire hazard, 
is a local matter everywhere, notwith- 
standing the analytical system of rate 
making adopted by a majority of the 
companies. 

Experience has demonstrated that 
boards of fire underwriters do not en- 
deavor to reduce rates and expenses, 
where given complete control of the 
situation. The Chicago Board of Fire 
Underwriters will serve to illustrate 
my point. This board has maintained 
unnecessarily high rates, especially on 
dwellings and under its operation, ex- 
penses always go upward and never 
downward. The fact that many compa- 
nies which are members of this board 
muy have reduced their expenses, does 
not bring about any reduction in rates 
whatever. 

Favors Status Quo 

Fire insurance is a recognized busi- 
ness necessity. The admitted need for 
uniformity in rates should not be made 
the means of making it possible for an 
ossociation of underwriters, to enforce 
adherence to its rates by all its mem- 
bers, so that the individual or applicant 
shall be compelled to pay that rate, no 
matter how unjust it may be, or go 
without insurance. The proposed plan 
contemplates a universal non-competi- 
tive rate to be promulgated without the 
public being given representation. 
There is to my mind, a vast difference 
between attaining uniformity in fire in- 
surance rates and the creation of a 
monopoly in rate making. Adequate 
supervision by the different states of 
the Union, of fire insurance rates, 
though now in an experimental stage, 
will result in reaching the desired uni- 
formity and should be accomplished 
without resorting to a national rating 
organization or Federal regulation. 

The wisdom of safeguarding the pub- 
lic, as well as the companies, by state 
supervision should be accepted by all. 
The plan proposed by the superintend- 
ent from New York invites Federal Gov- 
ernment interference, because of its 
monopolistic tendency. Ever since the 
case of Paul vs. Virginia, holding that 
the issuing of a policy of insurance is 
not a transaction of commerce, the in- 
surance business has been assured of 
freedom from Federal control. Since 
that famous decision of Justice Field 
Congress has enacted drastic anti-trust 
laws. A national rating organization, if 
not at once subject to such Federal 
Statutes, will, in my opinion, be made 
so by Acts of Congress, which situation 
I feel confident the companies invited 
to participate in this proposed organiza- 
tion, have no desire to bring about. 

The plan suggested appears to me to 
ignore the inherent jurisdiction of the 
several states in the premises. 





LOCAL OFFICES MORE ACTIVE 

Local fire offices report an increase 
in new business and renewals over the 
summer months when activity was at 
a low ebb. Beginning with the current 
month a good flow of business is ex 
pected right on through to the close of 
the present year. 

BACK FROM EUROPE 

A. G. McIlwaine, United States man- 
ager of the London & Lancashire, has 
returned from Europe, 





18 


THE EASTERN UNDERWRITER 





September 21, 199; 





Mammoth Exposition 
To Be Staged in N. Y. 


DATES SET ARE OCTOBER 8-13 





Heralded as “Most Important Event” 
in Entire History of Fire 
Prevention 





The National Fire Prevention Expo- 
sition and International Fire Preven- 
tion Congress, which will be held dur- 
ing the week of October 8, have been 
heralded—and properly—as the most 
important events in the entire history 
of fire prevention. They will be staged 
at the 7lst Regiment Armory in New 
York City. 

It will be remembered that four main 


objectives for fire prevention workers. 


in the United States this year were set 
by the Fire Prevention Week Commit- 
tee of the National Fire Protection As- 
sociation at a meeting in New York 
City during the early part of the past 
summer. These objectives, as report- 
ed at the time in The Eastern Under- 
writer, are: 

(1) Suitable and adequate building 
codes where there are none; 

(2) The teaching of fire prevention 
in all schools; 

(3) The inspection and protection of 
schools, hospitals, churches and state 
institutions; 

(4) Systematic inspections by a bu- 
reau of fire prevention formed in the 
regular fire department. 

To stimulate and supplement the con- 
centrated efforts of thousands of en- 
thusiasts along these lines throughout 
the country, the novel means of further 
promoting these ends through a mam- 
moth exposition and congress in New 
York City, detailed reports and pictures 
of which will be syndicated to all parts 
of the United States, was agreed upon. 
A special sub-committee on “Exposition 
Co-operation,” headed by H. L. Miner, 
manager of the fire protection division 
of the EB. I. du Pont de Nemours Co., 
subsequently was appointed by General 
Chairman T. Alfred Fleming and now 
is rapidly rounding into shape plans for 
the most comprehensive, impressive 
and, it is hoped, effective anti-fire cru- 
sades which has ever been launched. 
Certain it is that it will set a precedent 
of progressive importance in the years 
to come. There can be little doubt but 
that similar expositions will be staged 
in other cities throughout the country 
next year and, in all probability, will 
become a regular feature of all annual 
fire prevention programs. 

All these plans are being promoted as 
a partial answer to the fact that 1922 
recorded the highest fire loss ever 
known in the United States, represent- 
ing a sacrifice of 40 human lives each 
day, $1,000 worth of property for every 
minute, one dwelling for every four 
minutes, one farm building for every 
seven minutes, fifteen hotels, five school 
houses, five churches, one hospital and 
four general storage warehouses for 
every day in that year—an astounding 
total of $521,000,000 worth of property. 

It will be the aim of the forthcoming 
exposition and congress and general ob- 
servances throughout the country to 
drive home the importance of these 
facts to the American public along with 
the still more important lesson 
(through plain demonstrations) that 
most of this destruction is entirely pre- 
ventable. 

It is hoped that through these means 
the general public and the architects, 
contractors, manufacturers, bankers, 
credit men, municipal officials and other 
groups, which are most directly involv- 
ed, will be made to realize the ever- 
imminent character of fire, the terrific 
price it exacts annually in life and 
property and the simple means by 
which it may be obviated. 


National Fire Prevention Exposition 
The dominating note of the Fire Pre- 


vention Exposition will be its intense 
practicality. Arrangements have been 











Telling an interesting story 
of the “Diamond Jubilee” to 
Five million Insurers 





a acquainting the reading public of the seventy-fifth 
anniversary of the Liverpool & London & Globe in 
the United States, the most forceful and impressive 


form of advertising was sclected. 


The story is told in dignified style in a four-page 
illustrated article that is appearing during September, 
October and November in the following national 


magazines : 


Atlantic Monthly, Harper’s, Review of Reviews, 


Owtiook, World’s Work, Scribner’s. 


The vivid narrative of the rise of this organization 
from a “one-man” agency in ’48 cannot but inspire the 
public with new confidence in the L. & L. & G. and 
its 10,000 agents. 
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made and floor space at the armory ha 
been provided for 124 display booths 
Here, for the first time under oy 
roof, will be exhibited hundreds of de 
vices and processes that have bee, 





tested, with reference to eliminating 
their natural fire hazard, or to demon. 
strating their ability to protect fron 
fire, by the searching investigations 


the Underwriters Laboratories. Ny 
manufactured products which have no 


withstood these tests will be permitte 
exhibition. According to the “Fire Pre. 
vention Record,” the official bulletin of 
the Sub-Committee on Exposition (Co. 
operation: 

The visitor will receive a cumula. 
tive impression of the methods for pro. 
moting safety from such diverse dig. 
plays as those covering sprinklers, ey. 
tinguishers, roofings, fire windows, fire 
doors, wall materials, flexible tubing 
rolling steel shutters, metal trim, metal. 
lic lath, electric fire alarms, acetylene 
equipment products, lightning rods and 
arresters, electrical products, fire hose 
and couplings, sprinkler systems, oj] 
and gasoline burners and storage de. 
vices, gas and electric lighting systems 
and many others. 

A striking exhibit will be that of 
Underwriters’ Laboratories, which will 
occupy spaces 1 to 5, inclusive. 

Among other things, there will be 
large working models of the column, 
panel and safe furnaces; a fifteen-foot 
model of the building, showing its in- 
terior; many theatre set models shov- 
ing characteristic phases of the work, 
charts indicating progress; a complete 
display of labels; six animatographs, 
each of which will have about forty pic. 
tures in constant operation; a very 
large photographic display; several ac. 
tual testing machines and apparatus, 


‘ covering fire prevention, chemical, cas- 


ualty, electrical and burglary features; 
a special issue of the official publica- 
tion “Laboratories’ Data” for free dis- 
tribution, and a supply of literature 
and standards. Engineers from Under. 
writers’ Laboratories will be in attend- 
ance in order to operate machines and 
models and explain matters to the pub- 
lic. 


Architects Keenly Interested in 
Exposition 

As a corollary to the thought that 
the surest way to cut down America’s 
enormous fire waste is to make its 
buildings less combustible, the “Fire 
Prevention Record” runs on to say: 

It is for this reason that many lead- 
ing architects are taking a keen inter: 
est in the plans for a Fire Prevention 
Exposition and a Fire Prevention Con- 
gress in New York City during October 
and are co-operating in bringing its les- 
sons before their colleagues in all parts 
of the country. 

It is more and more coming to be 
recognized that the combustibility of 
building materials is but one part of 
the subject. Buildings of brick, stone 
or concrete, improperly designed and 
poorly equipped, may represent a lower 
standard of safety than well designed, 
well built frame buildings. In fact, the 
elements of safeguarding are so many 
and so important that the necessity for 
grouping them in their relation to each 
other and throwing them open to the 
study of architects, builders, owners 
and the general public, is one of the 
chief reasons for the Exposition. 

It is now certain that exhibits will 
be made by various manufacturers of 
building materials and by producers of 
the great variety of products which are 
designed for the purpose of protecting 
buildings from outside exposure or from 
preventing the internal spread of flames 
originating on the inside. 

The problem of safeguarding Amert- 
ica from fire destruction must proceed 
along the lines of better planned and 
more thoroughly protected buildings of 
all kinds and there is reason for be 
lieving that the activities which, during 
Fire Prevention Week, will center 
around the National Fire Prevention 
— will have a far-reaching ef- 
ect. 

Other interesting features of the Ex- 
position will be a presentation of a play- 


(Continued on page 19) 
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Fire Waste Council 
Shows Results Gained 


BOOMS FIRE PREVENTION WEEK 





Barnes, Wentworth, Howland, Booth 
and Others Speak on Gains Made 
in Reducing Fire Hazards 





President Julius H. Barnes of the 
Chamber of Commerce of the United 
States, at a meeting of the National 
Fire Waste Council held in Washing- 
ton on September 13, stated that fire 
losses can be reduced. He pointed out 
that in cities of over 20,000 population 
which have chambers of commerce ac- 


tive in fire prevention work the aver- 
age per capita fire loss in 1922 was 
30% less than the National average. 
An increase of 63% in the number of 
committees functioning was also re- 
ported. 

The Inter-Chamber Fire Waste Con- 
test, which has aroused a great deal of 
interest since its recent announcement, 
was endorsed by every representative 
in attendance. George W. Booth, Chief 
Engineer of the National Board of Fire 
Underwriters, who formulated the plan 
under which the competition will be 
governed, suggested that the national 
organizations represented at the meet- 
ing urge their members to co-operate 
with local chambers of commerce en- 
tering the contest. A resolution was 
passed to this effect. Another regsolu- 
tion authorized the appointment of a 
General Campaign Committee to be 
selected from the membership of the 
Council. T. Alfred Fleming, of New 
York, was appointed Chairman of this 
Committee which will assist the Insur- 
ance Department of the National Cham- 
ber in directing the contest and stimu- 
lating interest in it. It was announced 








NEW YORK EXPOSITION 

(Continued from page 18) 
let entitled “The Trial of Fire” (con- 
ceived and written by Macllvaine of 
the National Board of Fire Underwrit- 
ers) by a selected group of New York 
school children and the showing of a 
large number of films picturizing the 
dangers of fire and numerous methods 
of promoting safety. 
International Fire Prevention Congress 

A special invitation has been sent to 
President Coolidge to open the Interna- 
tional Fire Prevention Congress which 
will be held in conjunction with and as 
an integral part of the Fire Prevention 
Exposition. It is thought that unless 
some more important matter of state 
precludes his coming, he will accept, as 
he ever has been a champion of this 
worthy cause. Many will remember his 
forceful proclamation as Governor of 
Massachusetts in this connection, urg- 
ing, “That everything possible be done 
to lessen the fire hazard in this com- 
monwealth.” 

A complete list of the speakers sched- 
uled to address the International Fire 
Prevention Congress were printed in 
The Eastern Underwriter last week. 
Since then one change officially has 
been made in the line-up. In the list 
printed last week it was noted that an 
address on “The Insurance Agent’s Part 
In Fire Prevention” was to be deliv- 
ered by President Frank R. Bell of the 
National Association of Insurance 
Agents, which subject hag since been 
taken over by James L. Case, a former 
President of that body and an orator 
of no mean reputation. 

In addition to syndicating the ad- 
dresses which are to be made at the 
Congress to newspapers throughout the 
country, arrangements now are being 
consummated whereby, through the con- 
currence of several organizations, it 
Will be possible, in effect, to “corner 
the air” for at least one hour each eve- 
Ding during fire prevention week for 
the broadcasting by radio of this spe- 
cific class of discussion. 


that entries were being received daily 
from all sections of the country. 
Chambers of Commerce recognize that 
in the conduct of fire prevention activ- 
ities there is a possibility for real ser- 
vice to their communities. 

That chambers of commerce engaged 
in reducing fire waste can accomplish 
results was emphasized by Frank C. 
Jordan, Chairman of the Indianapolis 
Chamber of Commerce Fire Prevention 
Committee. Mr. Jordan stated that 
losses had been reduced in his city 
through the united efforts of public 
officials and of all organizations inter- 
ested in civic welfare. As part of its 
definite program this Chamber has en- 
tered the contest and will strive to win 
the main award, 

Gilbert E. Stecher and Harold L. 
Miner, Chairman of the Hoboken and 
Wilmington Chamber of Commerce 
Fire Prevention Committees also an- 
nounced that their organizations would 
participate in the contest. At the con- 
clusion of these talks many of the dele- 
gates pledged the services and re- 
sources of their National organizations. 

The work of trade associations in the 
field of fire prevention was the sub- 
ject of an address by William F. Shaw, 
Assistant Secretary of the National 
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National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement, January 1, 1923 


RESERVE FOR ALL LIABILITIEG.............ccccccccseves 19,525,218.56 
TRIE COM haces ncvancaddugadacaesddsesladadcacedsvassauaa eee 8,350,064.24 
CONTINGENT RESERVE FUND...........ccccccccsccscsscees 500,000.00 
GREUNUIRE snc cdenecennecdcdiciudeccesaccsdhcadstaadncédaddcadadcdease 30,375,282.80 
TOTAL SURPLUS TO POLICYHOLDERG............seseeeees 10,850,064.24 


H. A. Smith, President 


S. T. Maxwell, Secretary R. M. Anderson, Abst. Sec’y 
F. D. Layton, Vice-President 


C. B. Roulet, Ass’t Secretary F. B. Seymour, Treasurer 
G. F. Cowee, Asst. Secretary 
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Lumber Manufacturers Association. 
Mr. Shaw mentioned briefly the activi 
ties through which his association was 
endeavoring to lower fire losses, par- 
ticularly those caused in our forests by 


careless hunters, campers and_ berry 
pickers. 

D. J. Price, of the U. 8S. Bureau of 
Chemistry, discussed the advisability 
of trade associations appointing fire 
prevention committees to study the 


hazards 
businesses, 


incident to their particular 
The dust explosion hazard, 
he pointed out, often exists where least 
suspected. This is but one of many 
which could be considered by trade as- 
sociations to their advantage. He urged 
that a committee be appointed by the 
Council to formulate plans for a definite 
fire prevention program to be conduct- 
ed among these organizations. This 
committee was appointed. 

In a stirring address, Franklin H. 
Wentworth, Secretary of the National 
Fire Protection Association emphasized 
the importance of all bodies cooper 
ating to make the observance of Fire 
Prevention Week more general than 
ever. TT. Alfred Fleming, Chairman of 
the Association’s Fire Prevention Week 
Committee, outlined the arrangements 
which had been made for the week’s 
campaign. It was pointed out that 
chambers of commerce engaged in the 
Inter-Chamber Fire Waste Contest will 
have splendid opportunities to roll up 
good scores through their observance 
of Fire Prevention Week. 

Much interest was displayed in a 
demonstration showing how easily fire 
hose threads may be standardized. J. 
H. Howland, of the National Board of 
Fire Underwriters, gave this demon- 
stration in conjunction with the U. S. 
Bureau of Standards following an ad- 
dress in which he outlined the results 
accomplished to date. 

Because of the success of this meet- 
ing, the delegates unanimously passed 


which called for another 
held next February. At 
that time the council expects to review 
the activities of the coming six months. 
It is looking forward to much actual ac- 
complishment in the reduction of fire 
waste, 


a resolution 
meeting to be 


The following members of the Coun- 
cil were represented: American Insti- 
tute of Architects, American Institute 


of Electrical Engineers, 
ety of Mechanical Engineers, Boy 
Scouts of America, Fire Marshals As- 
sociation of North America, Mutual 
Fire Prevention Bureau, National Ass»- 
ciation of Credit Men, National Asso- 
ciation of Insurance Agents, National 
fjoard of Fire Underwriters, National 
Fire Protection Association, Railway 


Fire Protection Association, Under 
writer’s Laboratories, U. S. Bureau of 
Chemistry, and U.S. Bureau of Stand 
ards. 


organizations which sent 
American Drug Manu 
facturers Association, American Gas 
Association, American Petroleum In- 
stitute, Insurance Federation of Ameri- 
ca, Laundry Owners National Associa 
tion, National Lumber Manufacturers 
Association, Portland Cement Associa- 
tion, Cleveland Chamber of Commerce, 
Hoboken Chamber of Commerce, In- 
dianapolis Chamber of Commerce, 
Richmond Chamber of Commerce, Wil- 
mington Chamber of Commerce, Wash- 
ington Fire Department, Richmond 
Fire Department and Lynchburg Fire 
Department. 


Among the 
delegates are: 


CONFERENCE IN HARTFORD 

The Insurance Institute of America 
has received a cordial invitation from 
The Insurance Institute of Hartford, 
Inc., to hold its annual conference in 
that city. The invitation has been ac- 
cepted, and Tuesday, October 30, is the 
date decided upon. 
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To Our Agents: 


from this cause. 


ducted in Japan. 


hundred forty dollars. 


Reserve for Unearned Premiums 


Statutory Deposits - 


Securities’ inventoried 








The Fuso Marine & Fire | 


Insurance Co., Ltd. 


OF TOKIO, JAPAN 

| UNITED STATES FIRE BRANCH 
45 John Street 

NEW YORK 


THE WILLIAM H. KENZEL CO. 
United States Fire Manager 


In view of the disaster in Japan you naturally will have inquiry as to 
the Fuso Marine & Fire Insurance Company policies. 
carried earthquake clause therefore relieving company of all liability 
United States branch has funds on deposit in the United 
States protecting all policies in the United States and making the United 
States business secure and independent of the company’s business con- 
I am mailing you our statement showing admitted 
assets in the United States of one million seventy-eight thousand one 


THE FUSO MARINE & FIRE INSURANCE CO., LTD., of TOKIO, 

JAPAN 

December 31, 1922 
United States Branch 

ASSETS 
Bonds and Stocks - - - - $905,350.00 
Cash in Banks - - - - 108,808.00 
Other Admitted Assets - - - 63,982.64 
Total Admitted Assets - ~ - $1,078,140.64 

LIABILITIES 


Net Unpaid Losses, Fire and Marine - - 38,726.08 
Other Liabilities - - - - 28, 381.58 
, , : $157,592.46 
NET SURPLUS United States Branch including 


at Market Value. 


Assets. 
W. H. KENZEL CO. 
United States Fire Manager 
Fuso Marine & Fire Insurance Co., Ltd. 


September 7, 1923. 


All Fuso Policies 


$90,484.80 


; - 920,548.18 
$1,078,140.64 


These figures do not include Home Office 


American Soci- 














JOIN RATING ORGANIZATION 
Non-Board Companies All Come 
But Such Action Does Not Preju- 
dice Interest In Suit 


In; 





All the non-filing companies in New 
York State early this week became 
either members of or subscribers to the 
New York State Fire Insurance Rating 
Organization, thus obeying the orders 
issued last week by the State Insurance 
department. The Rating Organiza- 
tion will promptly file rates for the 
thirty companies that have just come 
into the fold. However, this action by 


the plaintiffs in the rating suit does 
not prejudice their position with re- 
spect to the legal powers of the Rat- 
ing Organization, and the litigation 
will be carried forward as planned. 
NORFOLK ISSUE SETTLED 
The controversy between the Nor- 
folk, Virginia, local board and the 


Niagara over the question as to whether 
or not H. Child and Son, agent at Ocean 
View for that company, should be per- 
mitted to continue the connection in 
the face of a rule of the Norfolk board 
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INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO 
PACIFIO DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts 
fan Francisco, Cal. 














HARRY C. ERY, Prey ident 
JOHN B. STRICH  ‘Seery, 
: A. HETRICE. Treasurer 


LOGUE BROS. & CO., Ine. 


INSURANCE 
37 FOURTH AVENUE PITTSBURGH 





 — 
barring dual agencies is now a closes 
issue, the Niagara having agreed ty 
WwW ithdraw from the firm without furthey 
Objection, it is stated, while arrange. 
ments have been made for H. Child 
Son to take on the representation of 
the National Ben Franklin, which hag 
just entered Virginia. It has also been 
arranged for the firm to open a branch 
office in Norfolk proper so as to have 


facilities for writing business for the | 


new company there. The controversy | 
grew out of the annexation of Oceap 
View to Norfolk where the Niagara had 
another agency connection. 





‘“‘STRONG AS THE STRONGEST" 


The Northern Assurance 0, 


(LTD., OF LONDON) 
Organized 18% 

Entered United States 1854 
55 JOHN STREET 
Losses Paid - - - $130,000,000 
Losses Paid in U. S. $50,000,000 
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THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852. 





The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD President 
FRED. A. HUBBARD, Vice-President 
CHARLES Ww.  RIGr Ey Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. See'y 


HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, Inc., — A 
Metropolitan Distri me 
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SHEVLIN AGEN CY, Inc. 


GENERAL AGENTS 
FIRE & AUTOMOBILE INSURANCE & SURETY BONDS 
Rxcellent Facilities for Handling Suburban Business 


New York, N. Y. 


Phone Beekman 7988 

















A. R. MONROE, President 
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Chartered 1811 


NEWARK 


FIRE INSURANCE COMPANY 


Newark, N. J. 


ASSETS 
$4,237,718 


SURPLUS TO POLICY HOLDERS 
$1,520,346 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 


T. L. FARQUHAR, Vice-President & Secretary 
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The New York Underwriters Agency 


was one of the first organizations 

to form a Special Risk Department 
and to operate Service Bureaus in 

connection with it 


ODAY there is no branch of underwriting activity that has 

so thoroughly demonstrated its importance as the Special 
Risk Department, composed of a group of experienced under- 
writers who must be expert in the application of many forms of 
protection to large and important lines and special hazards. 

One of the first to form such a department was the New 
York Underwriters Agency, and today the service given through 
this Department and its Service Bureaus is a practical form of 
. assistance that is welcomed by every representative of ‘‘The 
“ft New York Underwriters.”’ 
iG a This is but one of the steps in the development of 
“<2, this well known General Agency which has created a 
national organization of recognized efficiency, that is 
|. today offering all that is best in insurance service to the 
ie property owners of the United States and Canada. 


Liles NewYork Underwriters Agency 
abst: A.&J.H.Stoddart 
100 William Street New York City 


The New York Underwriters Agency is an insurance underwriting headquarters that is repre- 
sented in all parts of the country. Since 1864 this General Agency organization has been 
a factor in the economical distribution of insurance protection and it has endeavored to 
merit the position of leadership that it occupies today in the insurance world. 
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Fuso Policyholders 
Here Are Protected 


BRANCH HAS AMPLE ASSETS 





Meagre Reports Indicate Home Office 
Stability Will Not Be 





Shaken 
Immediately following the Japanese 
earthquake catastrophe, William H. 


Kenzel, of W. H. 
United States fire 
Marine & Fire Insurance Company, 
Ltd., of Tokio, sent the following tele- 
gram to the more than 400 agents of 
that company in the United States. 

“In view of the disaster in Japan you 
naturally will have inquiries as to the 
Fuso Marine & Fire Insurance Com- 
pany policies. All Fuso policies car- 
ried earthquake clauses therefore re- 
lieving the company from all liability 
from this cause. The United States 
branch has funds on deposit in the 
United States protecting all policies in 
the United States and making the 
United States business secure and in- 
dependent of the company’s business 
conducted in Japan. I am mailing you 
our statement showing admitted assets 
in the United States of $1,078,140.” 

Speaking to a representative of The 
Eastern Underwriter, Mr. Kenzel said 
this week that the Fuso Marine & Fire 
had little fire business in Japan and 
that all of the business transacted there 
carried earthquake clauses as set forth 
in his telegram to their agents. He 
said that most of the company’s busi- 
ness was marine business which, of 
course, is in all parts of the world and 
its fire business in the United States. 

When the requirements are taken 
into consideration which make _ possi- 
ble the transaction of business in the 
United States by a foreign company, 
there need be no further question as to 
the ability of that company to take care 
of its United States obligations which 
might arise. This is true of the Fuso 
as with other companies. At the pres- 
ent time the Fuso Marine & Fire has 
a net surplus in the United States 
branch, including statutory deposits, of 
$920,548. 

While one would think there would 
be many inquiries with regard to the 
condition of the company domiciled in 
Japan, it is a fact that few inquiries 
have come to the office of the Fuso and 
many of them were of a re-assuring na- 
ture, from agents who had taken steps 
to allay any fears that might have 
arisen among their policyholders. 


Kenzel Company, 


managers of the Fuso 





RADIO FIRE HAZARDS 





National Safety Council Tells 
Receiving Sets May Be 
Safely Installed 


How 





Carelessness and ignorance underly 
nearly all radio accidents according to 
a recent report of the radio hazards 
committee of the National Safety 
Council, S. E. Whiting, Liberty Mutual, 
Boston, chairman. The report asserts 
that many persons, using radio equip- 
ment, do not know the dangers of the 
apparatus while others, conversant 
with the hazards, forget them in their 
enthusiasm. 

The National Safetv Council, 
ing an extensive inquirv, has prepared 
a report of the hazards of radio. use 
and their prevention for amateurs 
which will be issued in pamphlet form 
in the near future. The report follows: 

“The handling of antenna wires after 
they have become charged by falling on 
or touching high voltage power and 
light wires (or by those wires falling 
on the aerials) has resulted in severe 
shock and death. The collapse of an- 
tenna masts due to improper or in- 
sufficient guying has led to such cases 
as well as to serious falls. 

“An outdoor aerial is not necessary 
for efficient reception of radio mes- 


follow 





M. J. AVERBECK, Chairman of the Board 
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Organized 1859 


NATIONAL LIB RTY 


INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 


Western Department: 207 North Michigan Boulevard, Chicago 
Losses paid since organization over 54 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 





C. H, COATES, President 
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sages. The use of an indoor aerial signed to the different types according 
eliminates contact with outside power All Extinguishers 


and light wires and the hazard of climb- 


ing to unfamiliar places. A lightning 
arrester, while not absolutely neces- 
sary, should be installed. 


“There is ample current capacity in 
dry cell batteries to produce a fatal 
shock, but ordinarily the voltage is not 
sufficient to force this fatal shock 
through the body. Some ‘B’ batteries, 
however, have as high as 350 volts 
which would cause a severe and possi- 
bly a fatal shock to anyone coming in 
contact with both main terminals when 
making or breaking the connection. A 
good general rule for avoiding shock 
is to use one hand only and be sure 
the body is nowhere grounded. 

“Generally speaking, fire 
companies will not be affected adverse- 
ly by the installation of radio receiving 
sets even with outdoor antennae. It 
is suggested, however, that those who 
wish to make certain of this point, call 
up their insurance broker who will 
either give verbal consent to the addi- 
tion or will issue a radio permit en- 
dorsement for the fire insurance policy 
without charge or change in rate.” 


insurance 


Don’t Function Alike 


EACH HAS ITS OWN 





PURPOSE 





Users Should Be Careful That They 
Procure Extinguishers Adapted to 
Hazard at Hand 





How fire extinguishers differ in pur- 
pose and effectiveness according to the 
sorts of chemicals used is told in an 
article contained in the latest issue of 
“The Industrial Fire Chief,” published 
by the Foamite-Childs Corporation. 
The warning sounded to users of extin- 
guishers follows: 

So many fire extinguishers have been 
purchased and installed because they 
carried an underwriters’ label that 
many people do not seem to know there 
is more than one kind of Underwriters’ 
“label,” and that each label has 
an important bearing on the matter of 
adequate protection. 

Fire extinguishers vary in design and 
chemical constituents, and these varia- 
tions are clearly recognized by Under- 
writers’ Laboratories in the ratings as- 


MORE THAN A CENTURY OF SERVICE 
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RALPH B. IVES, President 


Fire 

Evatt 
Automobile 
Tornado 
Rent 

Rental Value 
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Use and Occupancy 


Sprinkler Leakage 


Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 


Losses Paid over $223,000,000 


AGENTS AT ALL IMPORTANT POINTS 





to their respective suitability for dif. 
ferent classes of fires. For there are 
fires for which certain types of labeled 
extinguishers are not suitable or ade- 
quate. 

The owner of a printing plant re. 
marked that some carbon tetrachloride 
extinguishers installed in his press 
room had proved useless. He had been 
told he could depend on these devices 
for protection, but when a fire occurred 
in the web of a press and the extin- 
guishers were used, the fire continued 
to burn, and a serious blaze was only 
harrowly averted by other means. From 
a belief that any “fire extinguisher” was 
a fire extinguisher, he had _ therefore 
come to question the value of all ex- 
tinguishers, and did not realize, until 
it was explained to him, that the effec 
tiveness of the tetrachloride type de- 
pends on the smothering action of a 
gas, heavier than air, which being free. 
would probably fall away from the burn- 
ing web toward the floor before it could 
have any effect on such a fire. 

A chart from the publication of the 
Underwriters Laboratories, in showing 
the comparative merits on the fire pro- 
tection scale of each leading type of 
chemical fire extinguisher, suggests to 
both buyer and seller of extinguishers 
their responsibility to know more about 
fire extinguishers than that they bear 
an Underwriters’ label. The Under- 
writers’ A-1 rating alone for an extin- 
guisher, while being a mark of stand- 
ard mechanical construction, is also a 
plain warning that such a device should 
not be expected to give the best avail- 
able protection for Class B fires. 

Yet you will find some advertisements 
claiming that a labeled soda-acid extin- 
guisher “will extinguish oil and other 
fires that water only spreads,” and if 
you get the literature a Pennsylvania 
man is passing around in the name of 
fire protection, you will read that in his 
soda-acid machine the “extinguishing 
power is not the 2% gallons of liquid, 
but the immense quantity of gas gen- 
erated which acts as a blanket and 
chokes the fire.” We can not believe 
that such exaggerations are wilful mis- 
revresentations of the truth. 

It would be an offense against the 
public welfare to twist or conceal the 
truth about fire extinguishers. They 
are man’s modern and essential weapD- 
ons with which he expects to be able 
to save his life and his property when 
the time comes to use them. In the test 
of fire, when the emergency challenges, 
we, for one, would not want to have 
rendered anything short of complete 
service by telling the whole truth and 
only the truth about every type of ex- 
tinguishing device we might have fur- 
nished in advance of that emergency. 



































1923 


ding 
dif- 
are 
eled 
ade- 


re- 
ride 
ress 
een 
ices 
rred 
<tin- 
ued 
only 
rom 
was 
fore 

ex- 
intil 
ffec- 

de- 
rf a 
ree, 
urn- 
ould 


the 
ving 
pro- 
2 of 
s to 
hers 
bout 
bear 
der- 
<tin- 
and- 
3a 
ould 
vail- 


ents 
<tin- 
ther 
d if 
ania 
e of 
| his 
hing 
juid, 











September 21, 1923 


THE EASTERN UNDERWRITER 





a 








A Magician had a trick-- 


Western Dept. 


ROCKFORD, ILL. 





He would borrow a derby hat from a man in the audience and 
promise to produce a live rabbit within it—he would “make” it 
before your very eyes! 





Several eggs would be broken into the hat—to the consterna- 
tion of its owner—followed by the addition of a small bag of flour 
and a quart of water. At this point the performer took on a be- 
wildered air, and after a few moments’ attempt at concentration, 
admitted he had forgotten how to do the trick. 


“However, he would return the hat and try something else”— 
said nonchalantly. When the man in the audience received his hat 
it was found to be in the same condition as when he had handed it 
over the footlights! 


The secret was substitution of hats. 


One night the magician’s attention was distracted for a mo- 
ment and he forgot to substitute the trick hat. When the time 
came to restore the man’s hat in perfect condition he found it could 
not be done. He paid for a new hat! 


If this magician, through his carelessness, had ruined the hat 
of every man, woman and child in the United States, the total value 
of these hundred million hats would not equal that portion of the 
Nation’s Annual Fire Waste which is directly attributable to 
preventable causes! 


The American 
INSURANCE COMPANY 


Home Office 
NEWARK, N. J. 
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operation when all four wheels are ee : — 
Suspended Judgment oe on 
Py “It is jus is consté ‘ ailing INCORPORATED 1868 BI 
On Four Wheel Brakes It is just this const int ind unfa 1B | 
attention to the mechanical details that 
; : , , : most owner-driven cars always lack. Ore 
AMERICAN OF NEWARK VIEWS WI he ‘deanicn hawine within it- 
iether a contrivance having within it ig Pagal ar tr ae 
: self such peeves of going wrong, ’ e NSur e o. 
Not Unreasonable for t nderwriters to can be so safegui a by its makers OF NEW JERSEY 
Wait Until Experience Proves against the carelessness or mechanical on 
Sieg d EEO its wa. RENTON, N. J. 
Invention’s Merit cane = piensa paren ee 
tion nus eo € ‘uste Ss § y 3 

. eae naib Bho ys atag O. J. PRIOR, President W. M. CROZER, Secretary 

rhe American of Newark discusses Jeosides these possible failures to ee ee _ 
the subject of four wheel brakes in the operate as intended, the four wheel oe = 
issue out this week of its agency publi brake does suggest to thoughtful under 
cation. The topic is one of pertinent in writers other cell ne aati nin ' P 7 

‘ $ perils which make them 
terest to insurance companies and think twice before deciding to grant bd Fire, Marine, Windstorm, 
agents. The American says: any rate concessions. If it always Automobile, Sprinkler Leak- 

“The advent of the four wheel brake worked according to expectation, would Swwrance , age, Riot and Explosion In- 
on a number of different makes of au it, on the whole, promote greater safety of Watertown. 1%. surance. 
tomobile has raised the question whe of the road, or will the increased brak- W. P. PHILLIPS, 1506 East 17th St, Brooklyn, Executive Special A gent, 
ther this much heralded new device ing efficiency counteract itself by en EW YORK SUBURBAN 
ought not to be recognized by under couraging many in reliance upon it to JAMES |. GARLAND, 514 Eighth Ave., Brooklyn, or, Sens sew JERSEY 
writers as affording additional safety In drive faster than they should and faster F. F. BUELL, Troy, N. Y., General Agent...........0.c00..0eeees NEW YORK STATE 
the operation of cars, and an allowance than they now do? E. J. PARMELEE, Syracuse, N. Y., Special Agent............... NEW YORE STATE 
made for it in the collision rates upon “Excessive speed of automobiles is Oe Oh. Wn, ON os sana scidncenchirtrnaneanen snonninues ROCHESTER, N. Y. 
automobiles so equipped. the erontest danger factor on the road E. A. MORRELL, 205 Walnut Place, Philadelphia, _— Agent.. ..MIDDLE DEP'’T 

oe ee RANSRY EAS : : GEORGE SHAW, 116 Milk St., Boston, General Agent................ NEW ENGLAND 
Not Proved Yet today, imperiling not only the speeder, 

“The position of most underwriters but everyone else in his vicinity. If ; are . 
* seal te sta of the four wheel ston wheel brakes encourage more backed only by theoretical opinion and to some one else other than the appli: 
. . : ad —_— eee saedie - - atu ara Sco, v 9 
brake as a safety device remains to be speeding, they ure apt to prove an ele- — ©XP rigs mtal te pe and a h are ere cant? 
demonstrated and ought not to be con ment of danger rather than of safety. tot al an Be es oa Cher Gen fai Adopting Ad. 
ceded in advance, particularly as_ it “Again, with quick stopping, how . oe visory Board Plan 
seems to be in controversy among the many more rear-end collisions will : : 
the automotive engineers themselves. there be in our traffic burdened streets President Donaldson was pleased 

“It is not questioned that braking and roads? FEDERATION when he learned of the action In Chica. 
through all four wheels instead of rear “Of course, it is not our purpose to | £0 last week of the National Associa 
wheels only, will enable a driver to stop condemn four wheel brakes. Several WANTS AUTHORS tion of Life Underwriters in endorsing 
or reduce speed more quickly, but the well known manufacturers having had the a prov * recom: 
engineers all seem to be agreed that to the courage of their convictions to put C : <a ie. a mending that it ye adopted in some 
do this safely the brakes must be in these brakes in production on their (Continued from page 1) other states. It is reported that among 
very nice adjustment and lubrication. popular and widely marketed cars, it interested you in candidate? the state insurance departments which 
They must be adjusted and kept ad would seem that the engineers of these Are you familiar with the Insurance = are considering the adoption of this 
justed so that the rear wheel brakes concerns must have convinced them Department's requirements? plan are Connecticut, North Carolina, 
will act first and those on the front selves by thorough-going tests. Sut it Did you inform this candidate that Maryland and lowa, 
wheels only after a slight interval. Tl is certainly not unreasonable for those he will have to appear personally for 
adjustment, resulting in the locking of who are writing the insurance to insist an examination? 
front wheels, destroys the power to upon waiting until the merits of this Is he applying for a license because W. H. MERRILL DEAD 
steer, as an automobile can be guided perhaps important invention be proven he wants to insure his own property William H. Merrill, president and 
only when the front wheels are rolling. by experience in the practical operation and thus save commissions? founder of the Underwriters’ Labora- 
Constant attention, therefore, to the ad of a large number of cars actually driv Is he a real estate builder or con- tories, died Monday in Chicago, follow: 
justment and lubrication of the brakes en on the road, instead of immediately tractor? ing a long illness. He started the lab- 
becomes indispensable to the safety ot allowing the claims that at present are Are the commissions to be diverted oratories in 1894. 





eT 





The Sign Over sixty years 
of Good Casualty Insurance of public service 























INCORPORATED 1860 


ore UNITED 


Guarantee and Accident a 
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UNITED STATES BRANCH GEO. R. PACKARD, Vice-Pres. 
154 South La Salle Street HERBERT W. ELLIS, Vice-Pres. 
CHICAGO M. B. YATES, Secretary 
F. W. LAWSON, General Manager HENRY A. KNABE, Asst. Secy. 


The company of “super service” is not a name that has Over sixty years of public service faithfully performed 
been “applied” to the London Guarantee & Accident. It have established the United Firemen’s as an institution 
is a name well earned in more than fifty years of close of utmost dependability. An old reliable company writing 


co-operation with its agents. Fire, Tornado and Automobile Insurance. 
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New Hazards Arise 


On Japanese Cargoes 


LONG DELAYS IN WAREHOUSES 


Is Diversion of Vessel to Kobe a Vio 
lation of Policy? Theft Risk 
is Bad 

While marine underwriters here are 
awaiting the forwarding of claims from 
Japan on losses of goods in Yokohama 
they are faced with a new problem to 
settle, that of determining the status of 
policies covering goods to Japan on 
vessels that have been diverted from 
Yokohama to Kobe and other harbors. 
Latest reports from Japan state that the 
harbor of Kobe is overcrowded with 
merchandise lying in warehouses or on 
docks. How long it will be before 
many consignments are forwarded to 
destination or called for by consignees 
is a serious question. The country is 
more or less demoralized, many con- 
signees both in Yokohama and Tokio 
ure dead or their establishments are 
destroyed so that acceptance of car 
goes is highly doubtful in many in 
stances, 

Relief ships unquestionably will have 
right of way in all ports of Japan and 
all other merchandise now enroute or 
already arrived will be shunted aside 
for lack of good facilities. Several 
vessels with large cargoes were on the 
Pacific when the earthquakes occurred 
and they were diverted to Kobe and a 
few other ports. The responsibilities 
of the steamships will end when car- 
goes are unloaded into customs or stor- 
uge warehouses, but the marine under- 
writer is not then free from liability, 
generally speaking. 

It was to decide the question of such 
liability that a meeting of the Amer- 
ican Institute of Marine Underwriters 
was held last Thursday which accepted 
a set of rules proposed by a_ special 
committee. These rules are to govern 
procedure among underwriters in this 
market with respect to action on poli- 
cies covering diverted cargoes 
other shipments now in Japan. 

As the present situation seems with- 
out exact parallel it is most perplexing 
for underwriters to decide just what be- 
comes of a marine policy when the port 
of destination is destroyed. Is divert- 
ing the course of a vessel to Kobe in 
violation of the policy terms, or is it 
acceptable to marine underwriters be- 
cause the ship simply cannot reach the 
named port for reasons entirely beyond 
its control? In all probability under- 
writers will extend coverage to their 
assureds to carry them safely through 
the hazardous trips upon payment of ex- 
tra premiums. 

Another element to be weighed care- 
fully in underwriting circles is the in- 
creasing moral hazard that unfailingly 
follows every great disaster. Theft, pil- 
ferage and willful destruction of mer- 
chandise by financially embarrassed 
consignees are three dangers that loom 
now in Japan. Looting already has 
been reported several times in the news- 
papers since the earthquake and it is 
certain that if cases of goods lie for 
long periods on docks or in poorly pro- 





and 


tected warehouses they will become 
prey for thieving hands. The harbor 
congestion at Havana amply proved 


this a very few years ago. 

The Havana situation can be cited for 
comparison also in throwing light on 
the financial difficulties that now con- 
front the Japanese. The immense de- 
struction of wealth in Japan has tempo- 
rarily dislocated the entire financial 
structure of the nation, with banks 
ready to declare short moratoriums.. It 
is, therefore, more than feasible that 
Japanese merchants and manufacturers 
who have ordered goods from the 
United States, covered by American 
policies, will be compelled to refuse ac- 


How British United 
On Hull Agreement 


MARKET IS GETTING NARROW 


Impossible to Let Values and Rates 
Drop to Lower Levels if Profits 
Are to Be Made 


British insurance journals received in 
this country with one accord praise the 
steps taken in England to unite on an 
informal hull agreement that will stop 
further demoralization of the hull insur- 
unce market. If the agreement re- 
mains in force and stops the downward 
trend of both hull values and hull rates 
there is some hope held out for a return 
to a profitable field in hull insurance. 
Without united action conditions would 
surely go from bad to worse. 

As so much importance is attached 
to the progressive movement it is quite 
worth-while to republish the account of 
the English underwriters move contain- 
ed in the “Post Magazine”: 

This agreement, or understanding, is 
the first step towards the rehabilitation 
of Hull insurance that has been made 
since the Joint Hull agreement. col- 
lapsed, as far as its essentials were 
concerned, in July, 1921. Since then, 
values and rates released from control 
have fallen with rapidity, until today 
vessels insured on a value of £30 per 
ton two years ago are valued at some- 
thing like £6 to £8 per ton, and are 
considered well valued at that. It is 
not a very great accomplishment to 
have made simply a stand against any 
further reductions, it is true, but if only 
the market can keep to its intention in 
this matter, it will only be a matter of 
time before an improvement can be 
made, and once matters are on the up- 
ward grade it is possible that a real 
hull agreement can then be engineered, 
and the business will once more become 
profitable. 

The history of the past fifteen years 
teaches us that, with the present-day 
unwieldy market, cohesion between un- 
derwriters is the only possible way of 
keeping hull business on a reasonable 
footing. The bad years preceding 1910 
were brought about by depression in 
= a 


ceptance. All such cargo, the where- 
abouts of which is still unknown owing 
to the paucity of detailed information 
from Japan, will be at the risk of un- 
derwriters until definite news arrives 
here and definite action is taken with 
respects to liability. 

Meanwhile several marine underwrit- 
ers here deprecate the statements that 
Japanese marine losses will fall very 
lightly on individual companies here. 
They are rather apprehensive that some 
heavy losses will come through when 
final claims reports are made. 
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the shipping trade, coupled with an en- 
tire lack of cohesion between under- 
writers. The beginning of the joint 
hull agreement was the starting point 
of the improvement in hull business, 
which reached high water mark in 1913, 
and which then continued on a basis of 
false prosperity throughout the war 
years. Had no war intervened, it is 
probable that hull business would have 
remained good, for there appeared no 
fault to find with the organization of 
the agreement which then existed in 
the market as then constituted. 


Fall Due to Fictitious Values 

The fall of the agreement was entire- 
ly due to the fictitious basis of valua- 
tion which was brought about by war 
conditions, coupled with the enormous 
development of the market by which 
many inexperienced underwriters were 
allowed free play in the most difficult 
branch of insurance—that of hulls. 

To-day the market is approaching a 
state as nearly approximate to pre-war, 
conditions as is possible, and it has 
been found that the hull market is nar- 
row enough for some sort of under- 
standing to be come to with a chance 
of success. There is still a surplus 
market, and one in which the observ- 
ance of agreements cannot be counted 
upon, but it is not large enough to make 
the failure of the present attempt to 
make a fresh start inevitable. The fate 
of hull insurance rests in the hands of 
the leading underwriters, who, by their 
strict adherence to the present under- 
standing, can make sure of its observ- 
ance by those that follow them upon 
the risks they lead. There need be no 
fear that a risk refused will be placed 
outside the market covered by the 
ugreement, for not only is it barely 
large enough to take even today’s re- 
duced values, but also it is unaccept- 
able to most shipowners on account of 
the bad security that it offers. No 
more need be said on this point, which 
is well appreciated by those concerned. 
It only remains for the underwriters to 
make sure that no evasion of the pres- 
cnt understanding is allowed to weaken 
their position, and before long further 
umelioration will become possible, by 
means of which hull business can even- 
tually be restored to its proper posi- 
tion, that of the mainstay of the marine 
insurance market. 
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EXPECT GOOD AUTO YEAR 





Fears Exaggerated That Auto Price 
Cuts May Create Over 
insurance 





Automobile underwriters who. ex. 
press fears that the automobile busi 
ness, from the production and _ sales 
point of view, is not wholly sound, are 
over pessimistic, says an underwriter 
here who is a member of the executive 
committee of the National Conference, 
Assuming some companies cut the list 
prices of their cars fifty to one hun. 


dred dollars to stimulate purchasing 
there is no great hazard created by 
such a move. 

Three years ago when cuts were 


made at the rate of five hundred dol- 
lars and over at one clip underwriters 
had ample reason for measuring the 
moral hazard created by overinsurance, 
But today the small cuts that may 
come, coupled with the carefully word- 
ed policies now in use, preclude any 
sizeable upsets. The underwriter with 
whom the reporter for The Eastern 
Underwriter was talking is confident 
that 1923 will be successful for auto- 
mobile insurance. 





POSTPONE UNION MEETING 

We regret to learn that, owing to 
the difficult political situation in Ger- 
many, and the general unrest in that 
country, it has been decided to post- 
pone the annual general meeting of 
the International Union of Marine In- 
surers (Internationalen Transport-Ver- 
sicherungs-Verbandes), timed to be 
held at Travemunde, the well-known 
yerman watering place near Lubeck, in 
the days September 14th and 15th. We, 
however, understand that the postpone- 
ment will probably be but a very short 
one, but we regret, on the other hand, 
to confirm that so far no delegates 
from the former Entente countries 
have intimated that they will be pres- 
ent on this occasion—Scandinavian 
Weekly. 





RECOVER 96% OF CARS 


Allan Johnstone, Jr., head of the 
Criminal Justice Commission at BPal- 
timore, Md., said last week that he 
would request all companies writing 
automobile theft insurance to give Bal- 
timore a lower rate than it has now 
due to the decreased hazards. ‘There 
have been 777 automobiles stolen since 
the first of the year,” he said, “and it 
is interesting to note and worthy a 
reduction in insurance rates that of 
these stolen cars, over 96% have been 
recovered by the police, which is won- 
derful, comparing results in other 
cities.” 





FOUR-WHEEL BRAKE REDUCTION 

The automobile department of the 
National Liberty which on August 2 
authorized its agents to allow a re- 
duction of 10% from collision rates and 
3% from property damage rates on cer- 
tain models of cars equipped with four- 
wheel brakes, has now granted the 


same rate reduction on all type V-63 
Cadillacs and all 1924 Oaklands. 
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| CASUALTY AND SURETY NEWS 











Acquisition Cost 
Gives Keen Edge To 
Casualty Convention 


HOLD EXECUTIVE CONFERENCE 


Senator Ralston Tells of Results Under 


Indiana Compensation Act; T. C. 
Moffatt Brings Greetings 





French Lick Springs, Ind., September 
18.—The interest in the convention of 
the International Association of Casu- 
alty and Surety Underwriters aid the 
National Association of Casualty and 
Surety Agents was keener than any 
session heretofore held because of the 
nation wide discussion and uncertainty 
of the acquisition cost agreement. 

General agents having large terri- 
tories say they cannot do business with 
profit under the agreement. Many of 
their best men too have been made 
regional agents. 

There is a wide division of sentiment 
and after a joint executive meeting 
on Wednesday between underwriters, 
general agents and agents, the press 
will be called in and informed of the 
gist of the discussion to date. 

Senator Samuel L. Ralston in an ad- 


dress before the convention, said he 
was proud of the part he played in 
putting Indiana’s compensation law 


upon the books, and he made a plea 
for prompt payment of compensation 
claims. 

The Indiana Compensation Act went 
into effect September 1, 1915, and in 
the seven years of its operation there 
have been nearly 300,000 injuries. 

The Industrial Board in that time 
supervised the payment of $10,000,000 
of compensation. while the cost to the 
state was only $45,000 during the last 
fiscal year. 

The senator estimated that if this 
business had been transacted by courts 
in the ordinary court procedure as in 
the old days it would require from 
twelve to fifteen additional courts for 
the state. The salaries of twelve judges 


alone would be several thousands in 
excess of the total expenses of the 
board. 


It is also to be remembered that a 
large portion of the business at present 
is transacted without the employment 
of attorneys. This is a great saving 
of money for the injured workman to 
say nothing of getting his compensa- 
tion promptly. 

Senator Ralston severely condemned 
reckless automobile driving and de- 
clared that these reckless drivers must 
be curbed in some way, even if thes? 
drivers and owners be taxed to cover 
damages arising from automobile acci- 
dents. 

Thomas C. Moffatt, Newark, chairman 
of the executive committee of the Na- 
tional Association of Insurance Agents, 
brought the greeting from that body. 
He said good-naturedly: 

“Our organization is a little larger 
than the casualty and surety agents’ 
organization but you fellows represent 
the capitalistic end of our business. 
You have the money and we are the 
poor relations.” 

Former Commissioner Ramey, of 
Kentucky, now president of an insur- 
ance company, made a hit with a talk 
on reciprocal insurance. When he fin- 
ished Edson S. Lott, president of the 
United States Casualty Company, made 
a ringing talk praising the address. 





DINE SENATOR RALSTON 
French Lick Springs, Ind., Sept. 18.-— 
Insurance newspaper men gave a lunch 
today to Senator Ralston, of Indiana, 
a presidential candidate. 


Served in Libel 
Suit at Convention 


IN CLEARING HOUSE CASE 


Marshal With Musical Comedy Badge 
Plans Midnight Raid on Rooms, But 
Drama is Eliminated 


French Lick Springs, Ind., September 
18.—-The attorneys of the Integrity Mu- 
tual Insurance Co., which organization 
is suing the Casualty Information 
Clearing House and many casualty 
companies to say nothing of a flock of 
distinguished underwriters for half a 
million dollars, got what they thought 
was a knockout idea and sent a deputy 
United States marshal to French Lick 
in order to serve underwriters here at 
the convention with papers in the suit. 

For some reason the lawyers thought 
that some of the underwriters would 
duck service. 

The marshal equipped with a musi- 
cal comedy badge arrived on the scene, 
got room numbers of his game from 
the room clerk and proposed a = mid- 
night entrance into their rooms in or- 
der that none should escape. 

Now anybody who has been to a con- 
vention hotel at midnignt and has seen 
the bell boys armed with white rock 
dashing into rooms knows well that 
representatives of the United States 
government would be as welcome visit- 
ors upstairs as Cornelius Vanderbilt at 
a meeting of East Side Reds. 

Not that there is anything criminal 
in being caught with a bottle of white 
rock but underwriters want privacy as 
well as anybody else and are entitled 
to it. 

So the marshal was called aside, told 
that everybody welcomed service and 
that if he would plant himself in the 
lobby this morning the various persons 
for whom he had papers would be led 
up and politely presented and he could 
serve to his heart’s content. 
What happened. 

The last man served was General 
Manager Linville, of the New York In- 
demnity. 


This was 


OBJECTS TO COST PLUS PLAN 

French Lick Springs, Ind., Sept. 18.— 
Many surety officials believe that they 
are losing lots of premiums by reason 
of the cost plus practice which has 
grown so popular in the contracting 
business, and there is some talk of es- 
tablishing some sort of a bureau of in- 
formation which will make cost plus 
contracts unpopular with the public. 

No surety insurance is written cover- 
ing cost plus operations. 





TO ADDRESS MICHIGAN AGENTS 

French Lick Springs, Ind., Sept. 19.— 
Edson S. Lott, president of the United 
States Casualty, and Spencer Welton, 
vice-president of the Fidelity & De- 
posit, are to address Michigan agents 
the last week in September. The title 
of Mr. Lott’s talk is “Why Mutual 
Insurance?” 
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Righted From Within 


PHILLIPS TELLS CONVENTION 





Casualty and Surety Agents To!d That 
Enforced Remedies Often 
Matter in Worse State 


Leave 


French Lick, Ind., Sept. 20-—-In a talk 
before the National Association of Cas- 
valty & Surety Agents today Manager 
Jesse §S. Phillips, of the National Bu- 
reau of Casualty and Surety Under 
writers, said it is about time that every- 
body in the casualty business under- 
stood that whenever improper or. in- 
equitable conditions prevailed in the 
operation of the insurance business the 
business should apply the remedy itself 
and not wait until public sentiment is 
aroused to such a degree as to impel 
hostile legislation where the result of 
the enforced remedy will be more harm- 
ful than the evil which it seeks to cor- 
rect. 

“If housecleaning is necessary,” he 
said, “we should clean house ourselves 
and not wait for some outside force 
to come along and perchance impair the 
business structure in order to get rid of 
the rubbish.” 

He believed the casualty business 
had fewer inspections than any other 
large business. 

He suggested prompt action in the 
matter of stopping the “not-taken” pol- 
icy evil. He said the National Bureau 
had appointed a committee to take up 
this problem of cancellation of policies. 

Discussing acquisition cost he made 
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ceded the new rules were not perfect 
but they will be a vast improvement 
over the old. If the rules are a hard- 
ship there should be sufficient brains 
und courage to devise amendments 
which will obviate any reasonable ob- 
jection and meet all requirements of 
rapidly expanding business. 

Mr. Phillips concluded by discussing 


the fight in New York State against 
the monopolistic state fund. Employ- 
ers have shown that they are over- 


whelmingly in favor of placing their in- 
surance in stock companies as only 
about eight per cent of the premiums is 
in the state fund and twenty-two per 
cent in the mutuals. 





F. & D.’s PRODUCTION PLAN 


Colonel Hamilton Entertained Repre- 
sentatives; Guy Stevick, Vice- 
President, Will Go To 
Northwest 


French Lick Springs, Ind., Sept. 17.— 
Colonel E. A. Hamilton, executive chief 
of the Fidelity and Deposit, gave a 
short entertainment in Maryland a few 
days ago which was attended by two 
hundred and forty representatives of 
the Fidelity and Deposit, including sev- 
eral representatives of the company at- 
tending this convention. 

Guy Stevick, vice-president of the Fi- 
delity and Deposit, of San Francisco 
and production executive in charge of 
Pacific coast territory, will go to the 
Northwest following the convention 
here of casualty men and will establish 
several new branch offices. The Fidel- 
ity and Deposit has put into operation 
a plan of dividing the country into four 
big production units. 


WITH COMPANY THIRTY YEARS 

French Lick Springs, Ind., Sept. 18.— 
George Webb and Fred Price of Conk- 
ling, Price and Webb, Chicago, are 
about to celebrate their thirtieth year’s 
connection with the London Guarantee 
and Accident. 





OPENS FLUSHING OFFICE 
The Underwriters’ Indemnity Agency, 
of New York, has opened an office at 
Flushing, L. I., where it represents the 
Federal for fire business. 
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Casualty Body 
Proves Usefulness 


BUSINESS CONDITIONS SHOWN 
President A. Duncan Reid Reviews 
Work of International Ass’n of 
Casualty & Surety Underwriters 


Reid, president of 
Indemnity and 


A. Duncan the 
Globe the 
International Association of Casualty & 


president of 


Surety Underwriters, in his address be- 
the 


ciation 


ASSO- 
Lick 


fore business session of the 
French 
the 


during 


yesterday = at 
Ind., progress 
the the 


last two years and commented on some 


Springs, reviewed 


made by Association 
of the existing conditions in the several 
business. He spoke of the 
unsatisfactory conditions in the health 


classes of 


and accident line and said that com- 
pensation rates had been reduced to 
such an extent that a serious loss in 


the aggregate wag apt to follow. 

His 

“Reviewing the past 
compelled to conclude 
timists who urged the 
this organization had a better under- 
standing and a brighter vision of the 
usefulness of the Association than 
many of us, and after the experience 
of the two years I can unquestionably 
testify to the conviction that the Inter 
national Association has a real fune- 
tion to perform in the interests of the 
casualty and surety business as a 
whole. One has only to recall the con- 
ditions surrounding the tax problem in 
Chicago, the Federal tax, and other 
similar situations that have arisen, 
which needed prompt and efficient ac- 
tion through a representation of a ma- 
jority of the casualty and surety com- 


address in part follows: 
two years T am 
that those op 


continuance of 





panies, to visualize the real value to 
the business of the existence of such 
an organization. 
Development of Business 

“T want to take this opportunity, to 
emphasize that the casualty and surety 
business, as you well know, continues 
to develop year by year with enlarged 


ramifications, some of which a few 
years ago would have been regarded 
as quite impossible and undoubtedly 


hazardous. But it should be recognized 
that the public is constantly asking for 
enlarged protection covering hazards 
of a new character of enlarged scope 
and which I am happy to say the cas- 
ualty and surety companies are en- 
deavoring to meet from an insurance 
viewpoint in an intelligent and com- 
prehensive manner. 

“Tam one of those who believe very 
definitely in the value of the personal 
element in the conduct of any business 
and particularly in the administration 
of casualty and surety business. I am 
very confident indeed that the annual 
gatherings of this organization in con- 
junction with those of the National 
Association of Casualty and = Surety 
Agents cannot be otherwise than most 
helpful and beneficial to our business 
as a whole. 

Speaks of Conditions 

“Perhaps it is unnecessary for me 
to comment upon the conditions which 
exist in all of the several classes of 
business transacted by our companies, 
but I am tempted to remind you that 
there is still much to be accomplished 
in the way of cooperative effort in 
dealing with the several classes of our 
business in such a manner as to enable 
us to have a statistical foundation for 
the conduct of these particular classes 


of business that cannot be attacked 
and that can always justify any 
conclusions that may be reached 
or any action that we may _ take 


from an underwriting viewpoint. 
I have in mind that notwithstanding 
the very definite fact that practically 
all of the companies, individually and 
collectively, have in their accident and 
health departments shown a very un- 
satisfactory underwriting result, we are 
still far from a basis of statistical co- 
operation which each and all of us 
must realize ig necessary and essen- 
tial if we are to place our accident 
and health business on a basis of a 
small profit rather than that of a defin- 
ite loss. I am one of those who hope 
that the good sense of the executives of 
the accident companies will result in 
bringing about this much desired con- 
dition at a very early date. 
Compensation Rates Low 

“We have all given a great deal of 
time and effort to the compilation of 
workmen’s compensation statistics in 
a most comprehensive manner, and we 
have at our disposal an exposure under 
workmen’s compensation obligations in 
a statistical form that is the very foun- 
dation of that class of business. Those 
of us who have been studying condi- 
tions surrounding the underwriting of 
workmen’s compensation business and 
the results obtained therefrom during 
the last year or so, cannot do otherwise 
than believe that our rates have been 
reduced to a level which is likely to 
show a serious loss in the aggregate, 
I am sure our various rating organiza- 


tions are giving this matter careful 
study. 
“Those executives who have given 


the matter any consideration whatever 
must have concluded that one of the 
great evolutions affecting the casualty 
business is bound to come from legis- 
lation requiring owners of motor cars 
to file a bond or a liability policy for 
the benefit of the public as a whole to 
care for accidents resulting from the 
operation of such motor cars. Such 
legislation it seems to me is bound to 


| 
eventuate and will have a tremendous 
influence upon the casualty business 
as a whole. But with the possibility of 
an increased premium income from this 
source, will come an enlarged regpon. 
sibility of the casualty or surety com. 
panies in their relation to the public, 
a responsibility for which we must all 
be prepared and ready to care for jp 
a most efficient manner. Otherwige, 
any failure on the part of the stock 
companies to measure up to the ox. 
pectations of all parties at interest, 
will undoubtedly find its reaction ip 
competitive state funds or in monop. 
olistic state funds excluding — stock 
companies from any _ participation 
whatever, 
Fidelity and Surety Business 
“The rating and underwriting condi- 
tions surrounding the fidelity and gure. 
ty business reflect credit upon the ex. 
ecutives of the surety companies, but 
it is to be regretted that the commis. 
sion or agency conditions are in a 
highly unsatisfactory condition very 
generally throughout the country and 
it is to be hoped that at no distant 
date the discussions that have hereto- 
fore taken place will culminate in 4 


definite improvement in the agency 
conditions of the fidelity and surety 
business. 


“Those of us who have given any 
serious consideration to the problem 
must in all frankness conclude that 
unless the executives of the casualty 
and surety companies are broadminded 


enough, unselfish enough and _ far- 
seeing enough to bring about a 
healthy degree of cooperation not 
only in underwriting but in the 


cost of acquisition, whether we 
like it or not we are destined to have 
the problem of outside interference of 
an undesirable character—one_ which 
may in its final working-out prove to 
be a serious menace to the business 
as a whole.” 




















I F you carry all your power-plant insur- 
ance in one company you gain power 


from 


plan of great benefit. 


To divide your insurance is to weaken 


it. 


The Maryland Casualty Company will 
carry your insurance on boiler, fly- 
wheel, engine and electrical machinery; 
that is, on your entire plant. 


Power in Power-Plant Protection 


Maryland Casualty Company 
Maryland Assurance Corporation 


Life Insurance 


Casualty 
Insurance 


Baltimore 


this concentration. 
plant under one supervision and one in- 
spection gives advantage to both the in- 
surer and the insured; 
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START PRODUCTION CAMPAIGN 





Reorganization Of A. & H. Department 
Of Royal Completed; Will 
Hold Agency Meetings 





The accident and health department 
of the Royal Indemnity, having just 
completed the process of reorganiza- 
tion instituted by R. O. Davidson upon 
his recent connection with the com- 
pany, is now launching an extensive 
production campaign covering the 
whole country. 

To carry out this program 
necessitated the transfer of Edward 
H. O. O’Connor, superintendent of 
New York City and suburban territory, 
to the head office of the company, and 
the appointment of Frank Nolte as 
manager of the claim department. 

Mr. O’Connor has been placed in 
charge of production and has arranged 
for a series of agency meetings to be 
held at all important centers through- 
out the country. At these meetings 
heart to heart talks will be given to 
the company representatives on acci- 
dent and health insurance and its pos- 
sibilities as outlined in the company’s 
new “Sales Manual” which has just 
been forwarded to the field force. 

Mr. O’Connor has been engaged in 
the insurance field for the past ten 
years having begun his career as an 
underwriter of ordinary insurance with 
the Metropolitan Life. After two years 
of service with the United States 
Army in the late war, Mr. O’Connor 
entered the accident and health field 
as an adjuster and investigator with 
the Massachusetts Bonding Insurance 
Company, joining the staff of the Royal 
Indemnity in the spring of 1920 in 
charge of New York City. 

Mr. Nolte began his insurance career 
as a Claim adjuster with the Fidelity 
& Casualty in 1910, severing his con- 
nections in 1920, to assume charge of 
the claim department of the Commer- 
cial Casualty, of Newark. 


it has 


SANCTIONS $30 TAXI RATE 





Supt. Stoddard Says That Rate Must 
Be Observed By Mutuals and 
the Surety Pool 





Superintendent Stoddard of New York 
on Saturday issued a statement sanc- 
tioning the $30 a month rate now be- 
ing charged by the mutual companies 
and the surety bonding pool handling 
liability protection for New York City 
taxicabs. The present rate was reach- 
ed after considerable competition and 
rate-cutting by the respective groups 
and represents the lowest level that the 
State Insurance Department will con- 
sider adequate in the face of experience 
filed with the Department. There is 
now before the State Attorney General 
the question of ruling whether the 
surety pool is or is not actually writing 
insurance under the guise of surety 
bonds by virtue of the manner in which 
the pool handles its claims. 

Following is the text of statement is- 
sued by Col. Stoddard: 

“Bffective as of July 1, 1922, the State 
Insurance Department approved a min- 
imum rate of $45 per month to be used 
by mutual automobile casualty insur- 
ance companies for policies covering 
taxicabs in New York City, issued un- 
der the requirements of Section 282 (b) 
of the Highway Law. This action was 
taken in conformity with Section 350 of 
the Insurance Law which provided that 
the Superintendent of Insurance must 
approve rates of mutual automobile 
insurance companies. 

“Section 350 was repealed by the last 
legislature and the Insurance Depart- 
ment has since relied upon the powers 
conferred upon it by Section 141-b of 
the Insurance Law to determine the 
reasonableness and adequacy of such 
rates. The experience thus far receiv- 
ed by the Insurance Department indi- 
cates that a rate of less than $30 ner 
month is inadequate, and the depart- 
ment is informed that an agreement 
has been reached between the mutual 
companies writing this class of busi- 


ness and the motor vehicle bonding 
companies that a rate of $30 will be 
maintained until the experience col- 
lected by the Insurance Department 
shows that a higher or lower rate is 
justified. 

“Since no experience has been sub- 
mitted to the State Insurance Depart- 
ment which would warrant a lower 
rate than $30 per month, any new com- 
pany organized to transact this kind 
of business will be held to this rate.” 





JOINS GENERAL ACCIDENT 

William Barnhard was given a fare- 
well dinner by the staff of the Independ- 
ence Indemnity on the occasion of his 
leaving that office with which he has 
been connected for a number of years 
as head of the burglary and plate glass 
department of the New York City office. 
On September 15 he will become identi- 
fied with the New York office of the 
General Accident. 





PHOENIX APPOINTMENTS 
The following agents have been ap- 


pointed by the Phoenix Indemnity: 
Dinsmore & _ Bickford, Skowhegan, 
Maine; William M. Ingals, Madison, 


Maine; M. PD. Donder & Co., Dodge 
City, Kan.; Thornton D. Seott, Hering- 
ton, Kan.; H. H. Lichlenberg, May- 
ville, Wis.; Jurries & Staffan, Aurora, 
Ill.; W. J. Cusack, Newburyport, Mass.; 


reorge T. Hobbs, Uxbridge, Mass.; 
Mulva Monroe & Stopper Insurance 
Agency, Oshkosh, Wis., Michael J. 


Donovan, Arlington, Mass.; and Alfred 
Hutchinson, Medford, Mass. 





VISITING NEW YORK 

Alfonse Kennison, of the Beers Kenni- 
son Agency of the Norwich Union In- 
demnity at Galveston, Texas; FE. C. 
Shortt, of the Bradley, Beall & Howard 
Agency at Washington, D. C., and 
Francis Delaney of the Lever Agency, 
Frankford, Pa., were among visitors in 
New York last week. 


WITH ROYAL AND EAGLE 
During the month of August the Royal 


Indemnity appointed the following 
agents: Richard M. Devine, at Hast- 


ings-on-Hudson, N. Y.; Charles I. Lav- 
ery, Poughkeepsie, N. Y.; Monongahela 
Valley Home & Land Co., Inc., Browns- 
ville, Pa.; Steward Pearce, Conneaut, 
Ohio; the Zeisloft-Tifft Agency, Ken- 
more, Ohio; Potters Insurance Agency, 
East Liverpool, Ohio; Sal. Ramagli, 
Mineola, N. Y., and the Tuthill Agency, 
Mattituck, N. Y. The Eagle Indemnity 
during August made the following ap- 
pointments: Charles W. Farreli, Mor- 
ristown, N. J.; James A. Lacy, Bay 
Shore, N. Y.; George H. Clark, May- 
brook, N. Y.; Howard Cline, Greenwich, 
N. Y.; Charles A. Grant, Lyndhurst, 
N. J., and the A. H. Babcock Co., Lorain, 
Ohio. 





CROWE WITH INDEPENDENCE 

Thomas J. Crowe has been appointed 
superintendent of the burglary and 
plate glass division of the metropolitan 
office of the Independence Indemnity. 
Mr. Crowe was formerly connected 
with the burglary and plate glass de- 
partment of the United States Fidelity 
& Guaranty. 





JOINS AMERICAN CASUALTY 

Charles O. Piper has become identi- 
fied with the agency department of the 
American Casualty, of Reading, Pa., in 
the capacity of superintendent of 
agents. He joins the forces of the 
American Casualty after about fifteen 
years in the insurance business, ten 
years of which has been with the 
Banker’s Accident, of Des Moines, Iowa. 
He will devote his time for the present 
to building up the accident department 
and it is expected that he will eventu- 
ally become superintendent of agents 
for all lines. 





Frederick Richardson, United States 
manager of the General Accident, has 
returned from Europe after a_ two 
months trip in England and Scotland. 
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Head Office: Philadelphia 
CHARLES H. HOLLAND, President 


This Company Maintains HUMAN RELATIONS 
With Its Agents, Brokers and Policyholders 


contingency. 


its power. 


CASUALTY 


Capital $1,000,000 





With the customary I‘all campaign now starting, and being assured 
of a splendid volume of business from our fine Agency connections, 
we are redoubling our watchfulness that every possible facility 
shall be immediately available to all our producers in every kind of 


Prompt underwriting decisions, quick and expert inspections, im- 
mediate investigation when accidents are reported, and fair and 
cordial adjustments are included among these facilities. 


But an important factor which we keep prominently before us at 
all times is the sympathetic spirit of assistance with which all our 
people are determined to handle every item of their daily work. 


We believe in our slogan “HUMAN RELATIONS”; and our 
Agents and other producers are recognizing its real meaning and 





Commencing Surplus $2,000,000 


SURETY 
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C. W. Hobbs Discusses 
Council’s Functions 


RATING PROBLEMS COMPLEX 


Tells Casualty Convention of Steps 
Leading Up to Organization of 
New Body 


The functions of the 
cil of 


discussed before 


National Coun- 
were 
As- 
Un- 


Compensation Insurance 
the 


of Casualty 


International 


sociation and Surety 
derwriters and 
Lick 
former 
Massachusetts, in a 


the casualty agents at 
Clarence W. 
commission 

thoughtful 
told of the forma 


and 


French 
Hobbs, 


ers of 


Springs, by 


insurance 


address in which he 
tion of the council its operations. 
One of the old 
council was that the rate-making power 


chief objections to the 


was advisory only, said Mr. Hobbs and 
continuing he said: 
“Undoubtedly the effectiveness of 


ratemaking is much assisted by the 
will of the state to secure the adequacy 
of rates, for thereby a peculiarly unfair 
and dangerous element of competition 
is removed. The rate-making body can 
hardly ignore the presence of competi 
tion, and on the other hand can hardly 
defend on scientific principle, rates 
made on a competitive basis. Nor can 
it reasonably be expected that a com 
pany will adhere rigidly to established 
rates in the face of the loss of valu 
able business to a competitor. In re- 
gard to ratescutting in open territory 
much may be said and in fact has been 
said. with respect to prominent com- 
panies, both stock and mutual. From 
this standpoint it would be well were 
the principles of rate control written 
into the laws of every state, and from 
the standpoint of the effect of anti 
compact laws, this is even more desir- 
able. On the other hand it may be urged 
that however salutary this power, it is 
one which every state is not qualified 
to exercise properly, and which 
through injudicious or unjust exercise 
might on occasion, prove a_ fecund 
source of disaster; and doubtless in 
consideration of this point of view many 
companies have been by no means en- 
thusiastic over an extension of state 
power. Upon this point turns another 
page in the controversy, the mutual 
companies alleging that the stock com- 
panies agreed to assist in the exten 
sion of rate regulation, the stock com- 
panies on the other hand claiming that 
they never undertook responsibility for 


the advocacy of such legislation, and 
have discharged their whole duty by 
refraining from opposition. 
Importance of Regulation 
“Rate regulation by the states is a 


point of publie policy which appears 
to be gaining in strength and is doubt- 
less preferable to an actual entry of 
the state into ,the insurance business, 
a result which in the recent legislature 
sessions, has appeared by no means 
impossible even in one of the greatest 
of insurance states. Moreover there 
appears no reason to doubt the dis- 
position of Commissioners generally to 
exercise their powers with due regard 
to equity and justice. 

“Tt will be found that the successful 
working out of these problems. will 
have a distinct bearing on the rate- 
making problems involved in other 
lines of insurance. All insurance rates 
are, effected with a certain public in 
terest; and once it is demonstrated 
that rate-making machinery has been 
evolved which will produce rates de- 
monstrably both adequate and reason 
able, there exists the basis for the 
formulation of a definite state policy 
towards insurance satisfactory alike to 
companies and to the public. We have 
here In brief a possible answer to a 
part of the great question, what is the 


proper relation of the state to private 
business performing a public service. 
To this the answer must not be made 
by the communist who would absorb all 
private business into the omnivorous 
mew of chaos masquerading ag a state. 
If we are to survive as a free nation, 
or indeed as a nation at all, it must be 
made by private business itself in co- 
operation with the state, the one con- 
Ttinuing an honorable and faithful per- 
formance of its functions, the other 
exercising a wise and just supervision, 
to the end that there may be no reason- 
able question either as to the efficiency 
of the service, or as to the equity of 
the charge.” 





NEWSPAPER ACCIDENT COVERS 





North American Accident Has Paid 
$150,000 To Readers; Contract 
With 300 Publications 


French Lick Springs, Ind., Sept. 17. 
A. KE. Forrest, vice-president of the 
North American Accident, told a repre- 
sentative of The Eastern Underwriter 
today that his company in the past 
twelve months has paid to families 
carrying automobile policies which 
were obtained by subscribing to news- 
papers $150,000. 

The company has an arrangement 
with three hundred newspapers and 
magazines by which when a person sub- 
scribes for a newspaper he gets for sev- 
enty-five cents additional a card en- 
titling him to insurance which pays one 
thousand dollars to the estate in case 
of death by automobile or in travel, or 
thirteen weeks indemnity for accidents 
caused by autos or other travel. 

The newspapers make these arrange- 
ments with the companies in circulation 
boosting campaigns. 

As a result of this contract with in- 
surance, an entirely different attitude 
has been noted in the relations between 
many newspapers and the insurance 
business, as the editors have been able 
to see behind the scenes and to appre- 
ciate the point of view of the insurance 
fraternity. 

The North American Accident has 
cancelled some of its California auto- 
mobile accident insurance because of 
the bad record of that state where more 
people are killed in auto accidents than 
any place in the union. The reason for 
this high coast percentage is that the 
weather conditions are such that auto- 
mobiling continues all the year around, 
and the roads are so good that speed 
maniacs abound. 


GIVES DEFAULTER A CHANCE 

The Aetna Casualty & Surety has of- 
fered a job to Raymond J. Porter, who 
has been paroled from the State prison 
after having served about two and a 
half years of a minimum sentence of 
three years for embezzlement of $150,- 
000 from the Hartford Trust Company. 
The bank i insured for $100,000 by 
the Aetna Casualty & Surety of which 
Morgan B. Brainard, one of the prison 
directors who voted Mr. Porter’s parole, 
is president. 





APPOINTS BURGLARY AGENTS 


The National Surety has appointed 
the Central Manhattan Agency, Inc., 
agents for its burglary lines) below 
Forty-Second Street in accordance with 
the recently enacted acquisition cost 
rules. The agency is located on Forty- 
second Street and the underwriting of 
the burglary business is in charge of 
H. N. Morrison and the entire agency 
is under the management of A. L. 
Schwab. 





GO WITH NORWICH UNION 


The Norwich Union Indemnity has 
recently made the following appoint- 
ments of agents: Philip Robert Mon- 
son, Fergus Fall, Minn.; Walker 
Bryant, Jeffersonville, Ind.; Charles B. 
Pugsley, Cliftondale, Mass.; Harold W. 
Sullivan, Norfolks Downs, Mass.; and 
Joe C. Cool, Clinton, I. 











The Prize Fight 


Insurance men from all parts of the 
country, as well as many from Greater 


New York, attended the prize fight. It 
was a thrilling spectacle, even though 
most of the “spectators” caught only 
an occasional glimpse of the ring. It is 
the general consensus of opinion that a 
baseball park is a poor place for a 
championship heavyweight fight be- 
cause the excitement is so great that 
everyone stands and only the giants 
can see the ring. Imagine the feelings 
of insurance men paying $27.50 for 
ringside seats and then only able to 
command a view of the back of some- 
body’s head! 

The underwriters found the crowd 
spectacle of supreme interest, not only 
for the emotional appeal, but they 
could not help thinking what would 
happen in case of a panic. The seating 
arrangements were very poor; many 
usurped seats which did not belong to 
them; and the overworked ushers made 
few and often futile attempts to look 
at stubs as the risk was too great. The 
aisles were packed, despite fire depart- 
ment regulations. Police and firemen, 
present by the hundreds, kept good 
natured; too good natured as they did 
not clean the aisles in the field seat 
division. The stage, in brief, was all 
set for a calamity; and something of 
the kind is almost sure to happen if 
the fights continue at the Polo Grounds. 

iJ s . 


Babson’s Latest Onslaught 
A cynical underwriter makes ‘the 
following caustic comment on Babson’s 
latest bit of 


freak insurance sugges- 
tion, his advise that the public sell its 
fire insurance stocks on the assump- 


tion that they have reached the peak: 

“Possibly, Roger wants to bear the 

market so that he and his friends can 

buy some insurance stocks at a lower 

level than they otherwise would go.” 
eee 


Names, Please 

An underwriter in Chicago, address- 
ing a convention of life and accident 
insurance men this month, said there 
were a number of agents and brokers 
writing accident insurance who made 
as much as $50,000 a year out of the 
business. This speaker was asked to 
give names and he replied that one of 
these men lived in New York and two 
in Chicago. 

e se s 
Burt Miller’s Message 

Burt Miller, insurance commissioner 
of the District of Columbia, is one of 
the unique characters of the insurance 
commissioners’ convention. A thous- 





and anecdotes are told about him an@ 
the unlighted cigar on which he ig al. 
ways chewing. During the Minneapolis 
convention he announced on the floor 
that he had a message from the White 
House to deliver. 

“Ah!” exclaimed Stacey Wade, 
missioner of North Carolina. 
sage from Garcia.” 

“You mean,” interjected Tom Donald. 
son, former Pennsylvania commission. 
er, “a message from Ci-garcia.” 

s es s 


Army Colonel With A. Duncan Reig 


Colonel Tighe, for thirty years with 
the United States army, and a colonel 
of artillery in France, is the dis. 
tinguished looking individual who es. 
corts visitors to the Globe Indemnity’s 
Building at Newark into the office of 
A. Duncan Reid, the president. A West 
Point man, Colonel Tighe was on the 
first American ship to be submarined 
in the war, being afloat for eleven 
hours. 
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Hold Annual Outing 
The employes of the Fidelity & De- 
posit together with those of the Fidel- 
ity Trust Co., and the Fidelity Securi- 
ties Corp., of Baltimore, held their an- 
nual outing last Saturday at Bay Shore 
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Park. There was an athletic carnival 


with running and swimming and a base- | 


ball game between the 
home office and New 


teams of the 
York office. 
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Cash Capital $1,500,000.00 














FIDELITY and SURETY 
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Accident, Health, Burglary, Automobile, 
Liability, Plate Glass and 
Workmen’s Compensation Insurance 


Great Rastern Dept. 


100 Maiden Lane 
New York 


Executive Offices 
830-836 Union St., 











| New Orleans 
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G.LSTONE, "amas .ceenre manne” 
K.M.WEHINGER, 





CONFIDENTIAL SERVICE 


Conducted ‘For Insurance People 
By Insurance People 


POSITION SECURING BUREAU 


AM AGENCY OF DISTINCTION 


CENTRAL INSURARCE EMPLOYMENT BUREAU 


PORMERLY EMPLOYMENT CUPERINTENOENT 
FETOR AP EILIATED JOBUR ANE =e COMM 
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206 BROADWAY _ 
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, CORTLANDT 7850. 
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An Opportunity and An Invitation 


HE history of Corporate Surety is that the busi- 

ness goes ahead all the time. In hard times the 
Judicial and Fidelity lines boom; in good times the 
volume goes up on Contract bonds, and Public Official 
and Depository Bonds increase in number and volume 
year after year no matter what happens to the country 


as a whole. 


Two years ago when Fire premiums fell off and 
when premiums in the miscellaneous lines dropped as 
well, many Agents who had Surety companies in their 


offices found they had a strong anchor to windward. 


ae oi} WRAL 


Premium Volume Large 


In 1922, the total combined premium volume of all 
Fidelity and Surety companies was more than $60,- 
000,000, which means that about one dollar of Surety 
business was written for every five dollars in the mis- 
cellaneous lines. If you didn’t write at least that pro- 
portion in your own office somebody else profited by 


your indifference. 


No Agent should deliberately turn a cold shoulder 


to an honest dollar, even under the present income 


tax laws. 


x ae , = B@eheiekr 
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It takes no particular foresight or courage to pro- 


phesy that within the next decade the combined 
Fidelity and Surety premiums of the country will reach 


$200,000,000 annually. 


Demand Universal 


Surety, once mandatory in a legal sense, is now be- 
coming mandatory in the sense that it is a business 


bulwark. 


The man who sells it has not only the advantage of 
offering something for which there is a steadily in- 
creasing demand, but every business man and most 


professional men are prospects. 


‘The surety agent can do business in the small town 
or the big city with the lawyer or the layman, the 
banker or the 


builder, the druggist or the dry-goods 


merchant, all the way up and down Main street and 


out through the suburbs of the town. 


To insurance men interested in increasing their income via the surety route, 


an agency connection with the F & D affords a splendid opportunity in that it gives 


them the advantage of representing one of the oldest (organized in 1890) and 


strongest (resources of more than $15,000,000) surety companies in the country. 


We will be glad to consider applications made on the coupon at the bottom of 


this advertisement. 


FIDELITY and DEPOSIT 


COMPANY 


OF MARYLAND 
“The Bonding Company 
BALTIMORE 
Fidelity and Surety Bonds 


and Burglary Insurance 


PRODUCTION DEPARTMENT 
FIDELITY & DEPOSIT COMPANY 
Baltimore, Md. 


an agency connection with your Company. 
(Signed) 
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If you are not already adequately represented 
territory I will be glad to have full information regarding 


in this 


—— 





B9e3s) 


Jus 








THE EASTERN UNDERWRITER 


September 21, 1923 














pS © O'S 6 S 6 SF Ore Oe 8 








cx 


TSS VSO CCS COSC CC COOCC SVS OCC OCCU UC OCC OCC OC CC OU COR COC CUC COSC CSSD et PC POOOSCCO CCS CCC CCC CCC CCCOCCC CCC CC CTS 


FORU 











Fire Insurance 









y 


\ SU \“Hew to the line, let the chips fall where they may” 





An Open Page of ? 


Discussion of? =<7 


2 218 '@ 818s) arerenen 


: Subjects 





22 2 S'S 2 2 2.0: S'S 2 S 2:8 S'S SSS S'S 2 B'S 2 2 S'S 2 22'S O'S 2:8 S'S S22 2 28 2S 2 2 2:80 2 2. @ 28 Bi 





[Ree SSeS! 2) 2122'S) e' SO e212 2.0 28: 


L222 222 8 O'S 22:02. 2 28:2) S'S S'S 018.2 2:2 28 2:9'910)8 6:88:69 2 





No. 12 


A “No Amount” Policy Answer 


Agent Believes Time Has Arrived for Removing Impediment 
in the Writing of Autemobile Insurance 


THOUGHTFUL agent, who wishes his name 

withheld, sends us an interesting letter on the 
subject of insuring automobiles, from which we quote 
as follows: 

‘‘We are interested in Mr. J. D. Henderson’s 
article recently published in the Glens Falls ‘Forum.’ 
In our opinion the ‘no amount’ Fire, Transportation 
and Theft Automobile Policy is a necessity if the 
interest of the average country agent in writing this 
class is considered to be worth attention by the com- 
pany. 

“Our experience justifies the opinion that the in- 
terest of this agent is weakened by the friction gen- 
erated by present requirements. The commission 
on the average fire premium is small and does not 
compensate the agent for the effort required to con- 
vince the insuror that he is being treated fairly. 

‘To tell an applicant that his automobile is not 
insurable for the sum he has in mind does not appeal 
to him, particularly when we add that we wish to 
have satisfied policy-holders in case of a claim for 
loss. Here is acase that will illustrate: 

‘‘A man in town bought a new Studebaker and 
closed car and asked for rates covering Fire, Theft, 
Public Liability and Property Damage. We quoted 


rates in which the fire and theft charges were based 
on a 10°7 reduced list price valuation. This did not 
satisfy the applicant, and he thereuyson turned to 
another agent who wrote the insurance at the pur- 
chase price of the automobile. Of course, the other 
agent also wrote the additional lines and we lost the 
whole order. 


“We told the car owner that he was thus paying 
higher premiums for Fire and Theft Insurance than 
was necessary. We explained that a policy which 
was based on the cost of the car would be heavily 
discounted in case of a loss occurring six or nine 
months later. Did he believe this? He did not. 
He knew better. Didn’t he have a policy for a speci- 
fied sum? Would the company dare to refuse to pay 
this sum? It was manifestly absurd, and yet, of 
course, we know that it is the truth, in spite of all 
possibilities of misunderstanding. 


‘“‘No customer is grateful for our efforts to show 
him that the value of his car is below the price that 
he sets on it. The present situation is a distinct 
impediment to the business and we agree with Mr. 
Henderson that the time has come when it should be 
removed through the adoption of a ‘no amount 
policy.’ ”’ 








Under the heading ‘“‘THE GLENS FALLS Address: 
FORUM?” we run occasional discussions from 


those who have worthwhile ideas to express on 
insurance subjects. This pageisopentoall. It 
has a great number of readers because it reaches 
the combined circulation of many insurance 
papers, and the freest comment is invited. This 


comment may be constructive or it may be 
destructive, but, in any case, it must be sincere. 





INSURANCE COMPANY 
GLENS FALLS, N. Y. 
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